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27-Fold Gain in Gallonage Marks Jobbe 


This aerial photo shows the combination office-warehouse-service station building and bulk plant of Aero Oil Co. of 
New Oxford, one of the largest Independent distributors in Pennsylvania. When Aero began business 20 years 
ago, the forepart of the small white building at the top of the picture above served as its first office and station 


The story of the 20-year growth of one of 
the largest Independent oil marketers in Penn- 
sylvania is told in this week’s NPN. From a 
small beginning back in 1929, company now 
is located in new headquarters plant and, 
in addition, operates bulk plants at six 
other locations. Marketer’s operations blanket 
an area extending from Harrisburg, Pa., the 
state capital, on the north, down into the rich 
farming country surrounding Frederick, Md., on 
the south. P. 22. 


NPN TBA Section 


Another in a series of articles written for NPN 
by oil company TBA executives leads off TBA 
Section. Art Sweet of Humble Oil & Refining 


declares that selection of TBA inventory at sta- 
tions should be governed by items needed for 
economical and safe operation of the custom- 
ers car. P. 28... Other TBA news will be 
found on p. 31. 


Oil Change Programs 


Check made by NPN shows intensified effort 
by most oil companies to educate the motoring 
public on economic and mechanical advantages 
to be gained by changing oil every 1,000 miles. 
Some oil companies are supplementing fall 
changeover programs with stepped up efforts 
to promote regular crankcase drains. For a 
story of how this is being done by various com- 
panies, see p. 32. 














Another feature of 
NEW BRODIE BiRotor METERS 


When you think of raggedness, you naturally think of stee/...for 
nothing offers greater strength and durability. Brodie BiRotor 
Meters, with welded all-steel housing, have all the resilient 
endurance needed to withstand high pressures, shocks, and 
the vibrational strains of loading rack service. Sturdy steel 
construction also increases resistance to damage, cutting 
down costly replacements and time-wasting shut-downs. That 
means greater profits through increased operating efficiency. 
The new BiKotor measuring element gives smoother, faster 
flow, contributing to long service life and trouble-free per- 
formance. 


Investigate Brodie BiRotor Meters today. Get the full facts 


on the latest development in positive displacement metering. 


Brople 


ALL-STEEL 


RiRotor 


TRUE-ROTARY 














Brodie B-72 BiRotor Meter equipped 
with Brodimatic Printing Counter 


METERS 





RALPH N. BRODIE CO., INC. 61ST & LOWELL, OAKLAND 8, CALIFORNIA, U.S.A. 


Division Offices: CHRYSLER BLDG., NEW YORK CITY + 59 £. VAN BUREN, CHICAGO S ~ 2101 S. SAN PEDRO, LOS ANGELES II, CALIFORNIA 
302 SOUTH PEARL ST., DALLAS 1, TEXAS - 221-9TH AVE. NORTH, SEATTLE 9, WASH. + REPRESENTATIVES AND STOCKS IN ALL PRINCIPAL CITIES 











contributes to Ethyl’s 
understanding of refiners’ problems 


Twenty-six years of working closely 
with the petroleum industry has given 
Ethyl a better understanding of the 
problems facing the refiner today. This 
understanding is reflected in the wide 
range and thoroughness of Ethy] ser- 
vices to the refiner—which go far be- 
yond the manufacture and distribu- 
tion of antiknock compound. Here 
are just a few of these services: 

A continuing gasoline quality sur- 
vey. Research covering many phases 
of gasoline -engine-oil relationships. 
Special commercial fleet and farm 
tractor programs. Educational 
programs’ offering the refiner the use 
of an extensive film library, as well as 

’ technical and non-technical publica- 

Y JI, a tions. A complete safety program 

eM ) which includes such special activities 

ba hal Mi = as a safe handling of gasoline demon- 
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hd i 734%, trated, which to date has been pre- 
PR nes sented to more than 100,000 people 
~ i, i9pn in over 1300 meetings. 








*E 26 is Ethyl’s twenty-six years of experience 
in providing a complete antiknock service. 








—ETHYL 
CORPORATION 


ETHYL CORPORATION, Cirysler Bidg., New York 17, N. ¥. 


Products sold under the ‘‘ETHYL"’ trade-mark: Antiknock Compounds . . . Salt Cake... Ethylene Dichloride . . . Sodium (metallic) . . . Chiorine (liquid) . . . Ol! Soluble Dye... Benzene Hexachioride (technical) 
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Standard Oil man Charles I. Salmon, who works for us at our Whiting, Indiana, re 
finery, gets his first look at Kevin C. Salmon. Mr. Salmon’s company hospital and 


IT COSTS DAD LESS 
TO BECOME A DAD IN THE 
STANDARD OIL FAMILY 





WILLIAM WANTLING of Peoria, Illinois, retired in 1940 
after 35 vears with Standard. Now he has lots of 
time for bowling. his favorite recreation. For the 
rest of his life, he will receive monthly income checks 


under our employee retirement plan, started in 1903 








ALYCE HEITZMAN’S recent illness sent her to the hos 
pital for 10 days. Thanks to Standard Oil's sickness 
and disability benefits program, she received full 
salary payments, plus part of her hospital expenses 


under our hospital and surgical operation insurance 


surgical operation insurance helped pay the bills. Our employees—and their families 
—are protected by one of the broadest employee benefit programs in any industry 


One of the things that make Standard Oil a good place to work is the 
employee benefit program of this company and its subsidiary companies 

This program includes group hospital and surgical operation insurance, 
covering employees and members of their immediate families. It includes 
sickness and disability benefits, group life insurance, and vacations. Our 
employee retirement plan sends monthly checks to retired Standard Oilers. 

Every part of this benefit program adds to employee security. So does 
the fact that every member of the Standard Oil team —drillers, transporta- 
tion workers, refiners, marketers—has behind him an average investment 
of $26,700 in tools and equipment—tools which helped him average more 
than $4,400 in wages and benefits last year 

Most of this equipment was provided by the investment of our 97,000 
Stoc kholders Some of it was provided for by borrowing Each year we 
plow back, in new tools and equipment, some of our profits— the money left 
over after all operating costs are paid. Of Standard Oil's 1948 profits, 29'7 


went to our 97,000 owners; 71° was spent for new tools and equipment 


STANDARKHRD Or_rL COMPANY 


INDIANA 


cy BEST RECORD 2 
4450020 urs. = 
DAYS SINCE LAST 
ACCIDENT 


STANDARD EMPLOYEES are actually many times safer on 
the job than they are away from it, according to 
nation-wide statistical studies covering all types of 
accidents. Safety is another employee benefit which 


helps make Standard a good place to work 
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FARM PAYMENTS SLOWING DOWN—Just how far 
behind farmers are lagging in their credit payments 1s 
shown by a recently completed study among Nebraska 
oil jobbers. It was found that the average farmer is 
taking 84 days to pay his account, as compared with 
57 days three years ago. It works this way: assum- 
ing the jobber has $5,000 on his books, in 1946 his 
customers paid him back in 57 days. Now, they take 
84 days, thus reducing his working capital almost one- 
half. 


ELECTION NOTE—The API's retirement age, 65, 
makes the likelihood small that several of the men 
being mentioned as possible successors to API Pres- 
ident Boyd will choose to be candidates or will be 
nominated. This is assuming, of course, that the 
Nominating Committee will seek to pick from among 
men who could serve for more than just a few years. 
Of the 10 mentioned most so far, three are past 60 
(Baird Markham, Joseph E. Pogue and Max W. Ball). 
Ages of the others are reported as follows: R. B. 
Anderson, 39; Bruce K. Brown, 51; Jake L. Hamon, 
592; T. E. Swigart, 56; George A. Hill, Jr., 57; Frank 
Porter, 58, and Walter Hallanan, 59. Mr. Boyd, in- 
cidentally, has been re-elected regularly since he was 
given the presidency in 1941. 


PATMAN PORTENDS—Rep. Wright Patman (D., 
Tex.), chairman of the House Small Business Com- 
mittee, is working on a bill which will propose a limi- 
tation on the number of retail outlets which a manu- 
facturer can operate. At present, he hasn't decided 
upon exact number, but the Texan feels that some- 
thing should be done to “at least freeze’ big manufac- 
turer-retailers where they are. Bill would be aimed 
primarily at the big chain stores of which Patman 
says they must either be “plowed back or frozen 
where they are.” 


THUMBS DOWN—tThe forum on fair trade laws, 
planned for the marketing session at the API meet- 
ing in November, is not likely to be held. Lawyers 
for several large companies told their marketing ex- 
ecutives not to participate because the discussion 
might get into the forbidden area of price, so the 
forum idea was dropped. Present plans, however, call 
for giving a retail association executive a spot on the 
program to defend fair trade laws, so that retailers 
cannot say they were denied an opportunity to answer 
the speech against such laws given by A. A. Stam- 
baugh at the marketing committee’s midyear meet- 
ing at St. Louis last May. 
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BASING POINT SHIFT?—Plans are known to have 
been discussed at some oil company board meetings as 
how best to devise some constant price pattern-——sub- 
ject only to the usual local variations—-in midwestern 
area in which Standard Oil (Indiana) markets. One 
company says it is studying carefully the possibility 
of a formula using certain of Standard’s refinery loca- 
tions as basing points in developing a system of com- 
petitive prices. Thus, it was pointed out, Standard’s 
refineries, instead of Group 3, might well serve the 
industry in lieu of any other pricing method, should 
others adopt the same idea. 


+ 

SAM’S THE MAN—tThe real spark plug of the opposi- 
tion to confirming Leland Olds to a third term on the 
Federal Power Commission is none other than House 
Speaker Sam Rayburn. Because the matter is one 
for the Senate to decide, Rayburn has had to operate 
quietly, behind the scenes. But none missed the fact 
that Rep. John Lyle (D., Tex.), who as good as called 
Olds a communist in testimony last week, is a Ray 
burn protege. What irks the speaker, like many an- 
other, is the way in which Olds has twisted and con- 
torted the Natural Gas Act to make it serve his own 
economic philosophy. More than that, however, 
there’s a matter of pride of authorship so far as Ray- 
burn is concerned, because it was he who steered the 
Gas Act through the House back in 1938 while serving 
as chairman of the House Interstate Commerce Com- 
mittee. So he thinks that none should know better than 
he—and least of all Olds—exactly how far Congress 
intended FPC should go in regulating the gas indus- 
try. 


® 

MEXICAN LOAN SUPPORT—In some congressional! 
quarters there is not quite the enthusiasm for a 
Mexican oil loan that there once was. These congress- 
men believe the need for a loan has been largely 
washed away by achievement of a balanced supply- 
demand picture in the U. S. However, it is pointed out, 
the Mexican loan project has now become a matter of 
political considerations—and for this reason, support 
still will be forthcoming. 


ad 

COUPON BOOKS vs CREDIT CARDS—A few credit 
men in the petroleum marketing field think that many 
requests for credit cards can be satisfied by the issu- 
ance of one or more $10 coupon books. The use of 
the coupon books sets a maximum on the amount 
which may be bought as compared to the unlimited 
purchases which can be made with credit cards. It 
is pointed out that for some business purposes, where 
gasoline is chargeable to an expense aceount, custom- 
ers really prefer coupon books. 
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ONLY 
$329.95" 

















NEW STEWART-WARNER 
Electronic WHEEL BALANCER 


does what no other wheel balancer can do— balances 
wheels on the car in true running position! Registers 
vibrations as small as-2/1000 of an inch. 


Big dial, swiveled right on top of the unit for easy 
reading from any direction, tells degree of unbalance. 
Stroboscopic lamp, also swiveled for greater conveni- 
ence, shows points of unbalance. Improved, easier-to- 
use vibration pickup. 


Unit is compact, streamlined, rugged, and easily 
portable on 4 ball bearing Bassick casters. Shock 
mounted. Operates on 110 or 220 volts. Finished in 
white, aluminum and black, with chrome trim. Models 
for cars, trucks, and heavy-duty trucks. Write today 
for complete information! 


4 wows nde | 
PROVED AT INDIANAPOLIS in the 500-mile speedway classic. STEWART 
The 1947, 1948 and 1949 top-winners rode on wheels WARNER 


balanced the Stewart-Warner Electronic way! 











JUST 70 JOBS 
PAY FOR IT! 


You Can Net 
$37.76 Profit Per Day 
with this New Stewart-Warner 
Electronic Wheel Balancer 





Here’s a sizzling profit opportunity you can’t 
afford to miss! This new, improved Stewart- 
Warner Electronic Wheel Balancer can actu- 
ally net you $37.76 per day. This means it can 
pay back its entire cost in just 9 days. Then it 
keeps fat profits rolling in month after month 
after month. 


Experience shows there’s a big demand for 
Electronic Wheel Balancing Service. Jobs are 
easy to get, and any good operator can handle 
8 per day. Don’t let this big-profit business 
pass you by. Get a Stewart-Warner Electronic 
Wheel Balancer and start getting your share 
right away. It’s priced sensationally low—only 
$329.95! Write now for details. 


Charge for Electronic Wheel Balancing 

(4 wheels at $1.50 each) e . . . . *eee . $6.00 
Net Profit on Wheel Weights 

(Average of 6percar). . . « « e ec e ee « 72 


Deduct Your Labor Cost 
(Eetimete S2GG perfir) . « s «© cesses « BP 


YOUR NET PROFIT PER CAR... . . $4.72 


Seventy jobs at $4.72 each equal $330.40 which is 
more than the new Stewart-Warner Electronic Wheel 
Balancer costs you, so... 


70 JOBS PAY FOR IT 





Since most operators can complete an average of 
one job per hour, or 8 jobs per day, multiply $4.72 
by 8 and that's... 


YOUR NET PROFIT PER DAY. . . . $37.76 












Stewart-Warner Corporation 
1860 Diversey Parkway 





ae al 
é Chicago 14, Illinois 
*Prices slightly higher west of the Rockies 
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The Fabian So- 
ciety, the books 
remind us, was a 
society of social- 
ists organized in England in 1884 to 
work for the gradual spread and 
adoption of socialistic principles. 


Mr. Yocom 


According to the dictionary, social- 
ism is ‘a political and economic 
theory of social organization based 
on collective or governmental owner- 
ship and democratic management of 
the essential means for the produc- 
tion and distribution of goods.” From 
this it follows that a socialist is ‘“‘one 
who advocates or practices the doc- 
trines of socialism.” 

It is a point to be marked, there- 
fore, that we should now have from 
Leland Olds, whose nomination for a 
third term on the Federal Power 
Commission is currently under such 
heavy fire, the admission that: 

“The only effort at political organ- 
ization in which I participated dur- 
ing this period (of my life—1922-29) 
involved an attempt to set up an or- 
ganization along the lines of the 
‘Fabian Society’ in England, with a 
view to laying the foundations for 
what later might be a labor party 
like the British Labor Party.” 

Mr. Olds’ admission is significant 
because now we know, simply by re- 
viewing his subsequent record in pub- 
lic life, that this last of the red hot 
Roosevelt New Dealers continues to 
this day a Fabian at heart. 

That record allows no other con- 
clusion. 

Everything in it points without ex- 
ception to the studied pursuit of a 
course the eventual and logical end 
of which can only be “collective or 
governmental ownership and demo- 
cratic management of the essential 
means for the production and distri- 
bution of goods.” 


* * * 


The real issue in the Olds’ con- 
firmation fight thus is whether for our 
present economic system, founded 
upon the principle of private competi- 
tive enterprise, there is to be sub- 
stituted a planned and _ controlled 
economy run from Washington by 
men like Leland Olds. 

Those who have ra!tlied to Olds’ de- 
fense, in the hearings before a com- 
mittee of the Senate, all praise him 
to the skies as a selfless public serv- 
ant, one devoted ceaselessly and sale- 
ly to the public interest. The trouble 
with that, however, is that the most 


October 5, 1949 


WASHINGTON—By Herbert A. Yocom 


Socialism vs. Free Democracy 


Is Issue in Olds’ Renomination 


of them believe with the nominee that 
the public interest can best be served 
by having Washington run every- 
thing. In other words, they are of 
a stripe with Olds, and those who 
happen to disagree with their philos- 
ophy are the worst sort of reaction- 
aries, rapists, horse thieves or what 
have you. 

Among the latter, of course, are 
included the oil and gas industries. 
These are fighting Olds because he 
has been trying—and will continue to 
try unless stopped by Congress, he 
has promised—to extend the author- 
ity of the FPC to include the actual 
production of natural gas. 

When Congress enacted the Nat- 
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ural Gas Act back in 1938 it intend- 
ed only that FPC should regulate the 
movement of gas in interstate com 
merce. Nothing more. Yet, Olds and 
some of his free-wheeling colleagues 
on the commission have—with the 
connivance of the Supreme Court 

decided that the law reads otherwise 
so they are bulling right ahead. Con- 
gress can go hang, for all they care. 
Should they win out, the ability to 
control natural gas all the way to the 
bottom of the well obviously would 
mean also the ability to control the 
oil industry, because at least half 
of the oil produced in this country is 
produced in conjunction with pas. 


* * * 


It is this contempt for the Con- 
gress and of the law, so brazenly dis- 
played by Olds, which justifies the 
effort to block the confirmation of 
this left-wing New Dealer to a third 
term on the FPC. At the moment, 
unless certain senators weaken, it 
looks very much as though the effort 
might succeed. 





Important sup- 
plying companies 
have been giving 
much serious 
thought to the idea of helping the 
jobber and distributor improve his 
economic position. 

Just last week, supplier-reseller co- 
operation became the primary theme 
of the fourth annual conference of 
Esso Standard’s public relations men. 

Esso’s assistant general manager 
of marketing, B. L. Ray, devoted him- 
self to the single topic of the impor- 
tance to the supplier of having a 
strong reseller organization. 

And, for the length of time it takes 
a man to deliver himself rather elo- 
quently of quite a few thoughts on 
a cause occupying many of his wak- 
ing hours, the rostrum was held by a 
spokesman for the Independent, Har- 
ry B. Hilts, executive secretary of 
the Atlantic Coast Oil Conference, 
Inc., and the Empire State Petroleum 
Assn. 

They represent segments of the in- 
dustry that at times appear to be 
poles apart, but they spoke the same 
language, albeit in different words. 

Mr. Hilts made much of the way 
the mass-economy supplier and the 
home - town  businessman-distributor 
complement each other, the one do- 
ing well what the other would do 
poorly or not at all, in free-enter- 





Mr. Bjorkback 


ATLANTIC COAST—By Raymond E. Bjorkback 


Suppliers Seek Ways to Help 


Jobber Improve His Business 


prise competition with others on their 
respective levels—competition good 
for them and good for the consumer. 

He spoke of today’s threats to this 
highly workable, broadly beneficial 
scheme of things, of the “encroach- 
ment” of government regulations on 
the established competitive system, 
“the clear intention of certain poli- 
ticians to drive a wedge (divorce- 
ment) into the industry,” and the 
trend in recent court decisions which 
originated in a desire to protect the 
small businessman but “may possibly 
backfire and speed the small business- 
man’s destruction.” 

Mr. Hilts observed, too, that the 
good will of the consuming public 
is largely in the distributor’s hands. 

Note, now, how the reseller is 
thinking—and what he already has 
done—in Esso’s case. Declared Mr. 
Ray: 

“It should be obvious that the re- 
seller or distributor is important to 
the (Esso) company because he has 
a reputation for giving the customer 
personalized service, he exemplifies 
our free enterprise system, he en- 
joys the confidence of the public in 
general.” 

Mr. Ray pointed out that the dis- 
tributor has developed many methods 
of operation which later became pat- 
terns for others in the industry. On 
the other hand, he said, the supplier 
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TO A NAVIGATOR, THE SIGN ABOVE STANDS FOR 
SUN SIGHT 





TO EVERYONE, THIS SIGN STANDS FOR TWO GUARANTEES! 


¢ This Gulf emblem on any product stands for two 
guarantees of excellence. One visible, one invisible. 

The visible guarantee is evidenced by the plant and 
properties that make Gulf one of the country’s largest 
producers and refiners of crude oil. 

The invisible guarantee is the determination of Gulf 
to make the best petroleum products that skill, science, 
loyal employees and alert management can _ jointly 


achieve. 


Gulf Oil Corporation 
Gulf Refining Company 


General Offices, Pittsburgh, Pa. 


DIVISION SALES OFFICES REFINERIES 
Boston +* New York « Philadelphia «+ Pittsburgh New York « Philadelphia «+ Pittsburgh «+ Toledo 
Atlanta « New Orleans «+ Houston «+ Louisville «+ Toledo Cincinnati ¢ Port Arthur « Fort Worth + Sweetwater 
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can, out of its extensive research, 
show the Independent how to achieve 
greater efficiency. 

Mr. Ray suggested Esso should 
take stock of its activities to de- 
termine if it has an adequate pro- 
gram to keep the local oil man—its 
reseller—informed about company 
and industry problems. 

“Some of our sales divisions,” he 
recalled, “have held meetings with 
distributors and presented to them 
ideas on how to improve their profits 
and conduct their business along 
sound lines such as: 

“1. How to reduce bulk plant and 
tank truck costs. 

“2. Engineering advice in regard 
to design and operation of bulk 
plants, service stations and automo- 
tive equipment. 

“3. Suggestions on credit and ac- 
counting procedures. 

“4. Suggested material for use in 
connection with sales promotion, dis- 
plays and service station develop- 
ment. 

“5. Programs for training dealers 
and their employes. 

“We think,” Mr. Ray said, “this 
effort should be expanded by assist- 
ing our kerosine and heating oil re- 


sellers to keep informed on all the 
latest sales and operating methods. 

“This type program should be pre- 
sented by members of division man- 
agement who should sit down and 
discuss these subjects on an informal 
conference basis rather than the con- 
vention-type meeting. These meet- 
ings or training groups should be a 
part of the company’s sales effort, 
and the talks and programs could be 
presented by reseller salesmen and 
district managers.” 

Mr. Ray isn’t alone in Esso, ob- 
viously, in thinking along these lines. 
Nor are he and his company col- 
leagues alone in the industry in this 
respect. Mr. Hilts named W. Chal- 
mers Burns, president of Hartol Pe- 
troleum Corp., and Walter Hochuli, 
general sales manager of The Texas 
Co., along with NPN’s editor, War- 
ren C, Platt. 

There are other supplying com- 
panies—Deep Rock Oil Corp. for one 

who are recognizing more and more 
the value of teamwork with resellers, 
the benefits that will flow from closer 
co-operation to all concerned and on 
to the consumer. 

It speaks mighty well for the in- 
dustry. 





A study of ac- 
- tivities, achieved 
Mr. Castle and 


contemplat- 
ed, of the year- 
old Independent Oil Compounders 


Assn. leads to the inevitable con- 
clusion that its progress has been lit- 
tle short of remarkable. Having laid 
a firm groundwork for future expan- 
sion, association leaders said at last 
week’s second annual convention in 
Chicago that their next big job is 
to sign up as members the numerous 
Independent compounders throughout 
the nation who, as yet, haven't joined. 

As reasons why other Independent 
compounders should join the associ- 
ation, its officers point to this list 
of activities since the group was or- 
ganized formally just a year ago: 

1. A specially designed machine to 
make followup mailing more efficient 
and fool proof is being manufactured 
exclusively for members of the as- 
sociation and their dealers. Labeled 
the “Deelerade,” the machine was de- 
signed under the personal supervision 
of Lawrence F. Paape of Filmite Oil 
Corp., Milwaukee, association presi- 
dent. 

The machine tells the office em- 
ploye just when she should be using 
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MIDWEST—By Leonard Castle 


Independent Compounders Cite 


Accomplishments in One Year 


it, what pieces of literature should 
be going out on what dates, and to 
whom they should be sent. Its under- 
lying purpose, of course, is as a 
sales help and association leaders 
say it will pay for itself within a 
short time through new customers 
attracted by the regular, periodic 
mailing system. 

2. An automatic transmission fluid 
approved by General Motors Corp. is 
being made available for marketing 
by members of the association. The 
approved fluid was made available 
by an oil industry source to one mem- 
ber of the association and he in turn 
is offering it to the association’s 
other members. This is believed to 
be the first time a GM-approved fluid 
was authorized for distribution by 
Independent marketers. 

3. A committee headed by Robert 
G. Cassidy of Filmite is starting to 
build up a file on the specifications 
of various products. Whereas in the 
past each individual compounder had 
to search out these specifications, the 
work will be done by the committee 
and the results made available to 
all members. 

4. The association is planning to 
market a permanent antifreeze in its 


Interpreting the Oil News 





own package under its own brand 
name. A committee will call on man- 
ufacturers who sell in tank car quan- 
tities to set up the arrangement. 


5. The association is purchasing 
lubrication charts and data for its 
members on a quantity discount basis, 
thereby achieving a considerable sav- 
ing over the cost of individual pur- 
chases. 


The purpose behind the Oct. 20 
dinner in Detroit to be attended by 
top executives of the automotive and 
oil industries is to attempt to make 
a beginning toward forming a “work- 
ing partnership” between the two 
great industries, The Chek-Chart 
Corp., which is sponsoring the affair, 
believes that both industries, as well 
as the motoring public, will be better 
off if a workable understanding can 
be reached in advance on such prob- 
lems as the proper mileage interval 
for chassis lubrication, on the basis 
of technical data available. 


The feeling is that although the 
oil and automotive industries are 
partners in serving the car-owning 
public, there has been virtually no 
co-operation between the two in 
reaching solutions to mutual prob- 
lems. 


It is pointed out that through con- 
tinued research, automotive engineers 
are constantly developing new and 
improved features of design while 
in the same manner lubrication en- 
gineers are developing improved lu- 
bricants and applications. Common 
sense would seem to require that 
both groups pool their knowledge and 
experience in the interest of the pub- 
lic. 

But, it would seem, this co-opera- 
tion must take place before the car 
has gone into production. The time 
for group discussion is in the design 
stage, before lubrication specifica- 
tions have been written, and it is 
hoped that from the Detroit meeting 
will evolve such an arrangement 


The first network television pro- 
gram sponsored by an oil company 
in the Midwest was unveiled by 
Standard Oil Co. (Indiana) over NBC 
on Sept. 29 at 9:30 p.m. (CST). The 
show, starring Wayne King and his 
orchestra, and featuring Nancy Evans 
and Harry Hall, vocalists, was ac- 
corded high praise by newspaper and 
magazine critics attending the first 
performance as guests of Indiana 
Standard. 

A typical comment was that of Wil- 
liam L. Thompson, Midwest manager 
for Broadcasting magazine, who ob- 
served that “this is our answer to 
the musical programs of the East. 
They have nothing to compare with 
it.” Mr. Thompson said that the en- 
trance of Indiana Standard into the 
television field on a major scale was 
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the most important industry develop- 
ment in the Midwest since television 
came into existence. 

Indiana Standard’s first televisien 
experience came five days earlier, on 
Sept. 24, when the Northwestern- 
Purdue and Minnesota-Washington 
football games were televised under 
company sponsorship from Evanston 


and Minneapolis. 

Top executives of Indiana Standard, 
including A. W. Peake, president; 
Roy McConnell, vice president of mar- 
keting; R. F. Baity, who will succeed 
Mr. }{cConnell on Oct. 16, and Wes- 
ley | Nunn, advertising director, at- 
tended the press dinner preceding 
the first Wayne King show. 





California’s 
whole over - sup- 
ply situation has 
worsened seri- 
ously since last spring, and the in- 
dustry is looking anxiously to the 
East for possible relief. 


Mr. Breese 


For many months, the glut of re- 
sidual fuel has been the big problem. 
Now, the Oil Producers Agency of 
California indicates that gasoline and 
the lighter stocks may become an in- 
dustrial headache because they, too, 
are being manufactured faster than 
they are being consumed. 


In fact, says the agency in a re- 
view of the West’s supply situation 
just released, “it appears that the 
lighter products now are in relatively 
the same position as was _ residual 
fuel at the time the ‘Review’ (a sim- 
ilar survey) was issued.” That was 
last April when the magnitude of the 
residual fuel problem was placed in 
clear perspective. It showed up for 
what it was: the biggest postwar 
problem the industry had to cope 
with in the West. 

Signs of a partial remedy are seen 
in the coal strike and California’s 
new cut-rate prices on residual fuel. 
The industry is said to be revising es- 
timates of oil needs this winter. And 
the West hopes to get in on some of 
the extra demand. A report that oil 
heater sales* have touched a peak, re- 
flecting to some extent a dissatisfac- 
tion with the coal situation, was re- 
garded optimistically here. 

Whether the East can offer com- 
plete relief is pure conjecture. It is 
understood that at least one or two 
other companies have negotiated 
deals to sell fuel oil in the East, fol- 
lowing Union Oil’s lead. Between 4,- 
000,000 and 5,000,000 bbls. have been 
put up for shipment, and there is 
hope that the figure may be en- 
larged, according to trade talk. 

Should gasoline surpluses continue 
mounting at the rate indicated by 
the agency report, the industry will 
be confronted by its biggest postwar 
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PACIFIC COAST—By Frank Breese 


Light Oils Join Residual Fuel 
In West's Over-Supply Dilemma 


problem yet, informed industry quar- 
ters believe. Despite summer-long 
reports that there was a ready mar- 
ket for gasoline, no dealers, including 
self-serve operators and other inde- 
pendents, have had any difficulty ob- 
taining supplies. 

Competition, which is traditionally 
Keen in the industry, is the roughest 
since postwar at the service station 
level. 

+ x - 


A group of self-service station op- 
erators was prepared to defy the new 
ban on gasoline price signs which 
stress cut rates. 

The new state law which prohibits 
the savings signs finally went into 
effect Oct. 3 after a postponement 
of one week. It appeared, however, 
that a uniform course of action will 
not be taken by the enforcement of- 
ficers, in the Bureau of Weights and 
Measures. In Los Angeles, enforce- 
ment officers were expected to begin 
issuing citations this week, ordering 
violators to change their signs to 
comply with the new law. If the of- 
fenders do not comply, it would be up 
to the enforcement officers to hail 
them into court. Enforcement action 
in other areas may come later in the 
month. 

The Serve-Yourself Gasoline Sta- 
tions Assn., Inc. was set to try to 
forestall citations by seeking an in- 
junction aimed at preventing en- 
forcement of the law. 

While both sides were jockeying 
for position, it appeared that a fight 
would be inevitable. Dan Lundberg, 
executive secretary of the self-serve 
association, told NPN: “We're going 
to fight this one to the highest court. 
One of our members said he would go 
to jail before he’d change his sign.” 

Lundberg explained that the self- 
serve operators believe the amend- 
ment which was drafted to put teeth 
in the law is unfair. The amend- 
ment refers to the word “save”, 
which is banned from signs. It keeps 
the dealers from playing up the fea- 
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ture they have been pushing, the self- 
service. To enjoy full benefit, the op- 
erators emphasize in the signs that a 
motorist saves money by serving him- 
self. 

The self-serve association has the 
support of leading self-serve opera- 
tors including the Urich, Rothschild 
and Five-Off Gasoline Inc., compan- 
ies which are probably the most ac- 
tive in this field. Others are Gil- 
more, Community Stations, Inc., Sav- 
Mor Stations, Valley Supply, Hane 
Bros. and Temple Oil. 


* * * 


A month ago, Eagle Oil & Refining 
Co. was on the verge of taking ove1 
controlling interest in the Sunset Oil 
Co. This would have given Eagle, a 
major self-service supplier, much- 
needed terminal facilities. 

The deal suddenly cooled off. This 
week it was reported in the trade 
that the deal is warming up again, 
and negotiations are scheduled to re- 
sume after Oct. 10 when Thomas F. 
Fournier, president of Sunset, returns 
to Los Angeles. 


a * * 


Last week Union Oil cut its quar- 
terly dividend from 62.5c to 50c. This 
reduction was attributed to a com- 
bination of increased capital commit- 
ments and lower earnings. 

It will be recalled that Union Oil’s 
president, Reese H. Taylor, said last 
month that his company is prepared 
to spend $40,000,000 on refinery ex- 
pansion projects which are deemed 
essential. 

An offer to purchase the outstand- 
ing common stock of Republic Petro- 
leum Co, at $5.50 a share net to the 
stockholders was made in Los Ange- 
les by F. F. Myers of Dallas, Texas. 

The offer, which expires Nov. 8, is 
contingent upon the deposit of two- 
thirds of the 1,049,500 outstanding 
shares, or 699,666 shares in an es- 
crow opened at the Bank of America. 
The offer is backed by a guarantee of 
$6,000,000 by the Republic National 
Bank of Dallas. 


* * * 


yordon H. Mattison, chief of the 
Division of Near Eastern Affairs of 
the Department of State, spoke in 
Los Angeles last week before the 
Foreign Trade Assn. 

“The British increase in oil prod- 
uctivity in the Near East due to the 
Marshall Plan poses a problem to 
American producers,’ Mr. Mattison 
said. “As the British inrcease their 
production of sterling-oil, there will 
be a surplus of dollar-oil. The de- 
valuation of the pound has made 
British oil more attractive. Another 
attractive feature to British oil is 
the lack of dollars in the Near East.” 
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L. A. Johnson . . . Florida Jobber Association President 





L. A. Johnson, Woods Fuel Oil Co., Orlando, Fla., is 
somewhat reticent regarding his accomplishments dur- 
ing the many years he has been in oil business. But 
his qualities and accomplishments must be known and 
appreciated by fellow Florida oil men for they elected 
him as president of the Florida Independent Petroleum 
Marketers Assn. 

A native of Peru, Ind., Mr. Johnson was born Sept. 5, 
1907. As he puts it, “After finishing the required num- 
ber of years of schooling” he was indoctrinated into the 
oil business. His first oil job was as an employe at a 
service station. 

It was in 1936 that Mr. Johnson acquired the status 
of an independent business man by purchasing an inde- 
pendent oil company in Lebanon, Ind. 
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Three years later, in 1939, Mr. Johnson moved south 
and became engaged in the transport truck delivery of 
gasoline and kerosine in Florida. 


After five years—-in 1944—-he purchased the Woods 
Fuel Oil Co., which he operates presently. The company 
distributes gasoline, kerosine, fuel oil and bunker C 
throughout central Florida. 


Aside from his oil industry activities and affiliations, 
Mr. Johnson is a member of the Shrine, Elks, Greater 
Orlando Chamber of Commerce, and a director of the 
Florida Truckers Assn. 


He takes a keen interest in civic affairs too and at 
present is a member of the Orlando City Council. 
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Urge Congress to Encourage 
Small Business Investments 


Economist Proposes Creation of ‘Capital Bank’ 
To Make Loans to Expanding Small Enterprises 


NPN News Bureau 

WASHINGTON-—The question of 
what can be done to help the little 
businessman held the attention last 
week of two congressional commit- 
tees. 

The Joint Congressional Economic 
(O’Mahoney) Committee heard rec- 
ommendations that steps be taken to 
open up the flow of risk capita! to 
the small businessman, while the Sen- 
ate Judiciary (McCarran) Committee 
received conflicting testimony on the 
benefits to little business of a pend- 
ing bill to tighten up the Clayton 
Antitrust Act. 

Appearing before the Economic 
Committee, Dr. A. D. H. Kaplan, 
economist for the Brookings Institute, 
urged creation of a “capital bank” 
to make loans to expanding small 
enterprises. As outlined by Dr. Kap- 
lan, such a bank would be set up in 
each Federal Reserve District with 
commercial banks subscribing about 
3% of their capital and surplus for 
its operation. 

Another witness before this com- 
mittee—Ed Wimmer, vice president 
of the National Federation of Inde- 
pendent Business, Inc.—said big 
unions, big government and big busi- 
ness have “grown too big, just as 
the farm co-ops have grown too big 
by receiving special tax advantages.” 
Mr. Wimmer recommended vigorous 
enforcement of antitrust laws to “take 
the monsterism and monopoly out of 
labor and the monsterism and bu- 
reaucracy out of government,” along 
with breaking up big business 
“giants.” 

He deplored the rise of monopolies 
in business and then added: 


“‘Add to this monopolistic condition 
the effect of inheritance taxes on 
small business; the enormous amount 
of bookwork as a result of increasing 
taxes; the unfairness of present in- 
come taxes as they affect small busi- 
ness, plus narrowing margins due to 
high prices, increased labor costs and 
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the large amount of money needed to 
start or conduct the average small 
business, and it is no wonder that so 
far as small business is concerned, 
risk capital has gone into hiding.” 


Urges Tax Structure Overhaul 


Mr. Wimmer asked that Congress 
undertake a “‘swift overhauling of the 
tax structure as it affects competi- 
tive, independent business, with the 
idea of removing obstacles to obtain- 
ing short and long term loans, and 
of encouraging the investment of risk 
capital at the local level.” 

Some of the things, Mr. Wimmer 
said might be done along this line 
included: (1) exemption of the first 
$25,000 in earnings from federal in- 
come taxes; (2) an exemption of 
$1,000 of business income tax for each 
person employed up to 50 persons; 
(3) exemption from income taxes of 
money earned on loans to small busi- 
ness; (4) repeal of excise taxes; and 
(5) study of inheritance taxes. 

In regard to the latter, Mr. Wimmer 
mentioned that he recently talked 
with a member of an organization 
known as Associated Equipment Dis- 
tributors whose partner had died. 
Mr. Wimmer stated he was told the 
inheritance tax ‘made it necessary 
to liquidate the company.” 

Also proposed by Mr. Wimmer was 
passage of a bill to plug so-called 
loopholes of the Clayton Act by mak- 
ing it illegal for a corporation to ac- 
quire the assets of a competitor when 
such acquisition would tend to create 
a monopoly. 


A Different Viewpoint 


A different view on this proposal 
was expressed, however, by an Illi- 
nois businessman in testimony before 
the Senate Judiciary Committee. 
James L. Donnelly, executive vice 
president of the Illinois Manufactur- 
ers’ Assn., said big and little manu- 
facturers in his state were opposed 
to the measure. 

Mr. Donnelly contended enactment 


of the bill, which already has passed 
the house, would prevent many small 
firms from expanding. Frequently, 
he declared, a small business is forced 
to sell its assets on account of gov- 
ernment taxation policies, internal 
difficulties, business conditions, death, 
ill health, age and many other sound 
considerations. 

“In many cases,” he added, “the 
only market for such sale is among 
competitors. This* measure would, in 
effect, prevent the sale of said as- 
sets to a competitor. It would, in ef- 
fect, freeze the assets of many small 
business firms and prevent their ex- 
pansion or further development. This 
result, of course, would be directly 
contrary to the expressed intention of 
the advocates of the measure—to pro- 
tect the small business against larger 
concerns.” 





Senate Subcommittee 
Rejects Olds 7 to 0 


NPN News Bureau 
WASHINGTON—-After hear- 
ing Leland Olds denounced in 
terms that came close to label- 
ling him a Communist, a seven- 
man Senate Commerce subcom- 
mittee voted unanimously Oct. 
4 to recommend Senate rejec- 
tion of his nomination to a 
third term on Federal Power 
Commission. 

The attack on Olds—by rep- 
resentatives of the oil and gas 
industries and members of Con- 
gress—had been so bitter during 
the five days of hearings as to 
cause one subcommittee mem- 
ber, Sen. McFarland (D., Ariz.) 
to comment: 

“I am shocked beyond all 
words; these are the most 
serious charges I have ever 
heard made in Congress.” 

Sen. McFarland voted against 
confirmation, as did the three 
other Democratic and three Re- 
publican members of the sub- 
committee. 

Full Commerce Committee 
was scheduled to act on the sub- 
committee’s recommendation at 
a meeting Oct. 5. As there are 
only 13 members of the full 
committee, the unanimous vote 
of the subcommittee seemed to 
assure that Olds’ name would 
go to the Senate floor with a 
committee recommendation that 
confirmation be refused. 
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Oil Men at Local Levels Plan Varied 
Programs to Observe ‘Progress Week 


With less than two weeks to go be- 
fore the industry stages its nation- 
wide observation of Oil Progress 
Week, activities of: oil men at the 
local level have become more brisk 
as they whip into final shape plans 
for this year’s expanded version of an 
annual event. 

Reports from various quarters at 
NPN press time point to the biggest 
Oil Progress celebration yet. Adm. 
H. B. Miller, director of API De- 
partment of Information, for example, 
told Cleveland Petroleum Club this 
week that requests for publicity ma- 
terial have been in large volume, 
especially from smaller oil companies 
west of the Mississippi. 

He declared there will be numerous 
requests for speakers during the 
event and suggested that oil men 
make every effort to fill all requests, 
regardless of the type of audience or 
the location in relation to any par- 
ticular company’s marketing area. 

Already in the hands of oil men 
is a wealth of community action pro- 
motional material and proofs of sug- 
gested ads to publish in connection 
with Oil Progress Week as prepared 
by the Oil Industry Information Com- 
mittee. 

Here are some of the programs 
planned for Oil Progress Week: 

St. Louis—Scheduled to jump the 
gun on Oil Progress Week by stag- 
ing a  horseless carriage parade 
Saturday, Oct, 15. Parade will start 
from the site of “the first filling sta- 
tion in the world,” and will consist 
of about 25 cars of ancient vintage 
one of them a 1902 model. Modern 
cars and some oil equipment will be 
included in parade also. 

Parade will proceed to City Hall 
where the mayor will proclaim the 
following week to be Oil Progress 
Week. Parade will mark the _ be- 
ginning of a week-long program of 
talks and motion pictures to be given 
before civic and church groups. Cli- 
max of celebration will be a dinner 
dance Friday, Oct. 21. 

Illinois—Gov. A. E. Stevenson made 
oil’s celebration official by issuing a 
proclamation directing the attention 
of Illinois citizens to a “study of the 
contribution and service the oil men 
who live among us have made to our 
public, social, business and private 
life.” Proclamation followed same 
pattern as recommended by OTIC in 
its promotion kit. 

Dayton, Ohio—Area committee of 
OIIC, along with Miami Valley Pe- 
troleum Club, is sponsoring an Oil 
Progress Week dinner Oct. 17 at 
the Biltmore Hotel. Committee is 
shooting for a turnout of 1,000. 
Charles F. Kettering, long-time di- 
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rector of General Motors research 
laboratories, will be the principal 
speaker. James Melton, radio and 
motion picture star, will take part 
in the program. He will bring one 
of his antique cars to Dayton. 

Committee is working on plans to 
stage a parade of old and new cars 
the day of the dinner. University otf 
Dayton’s centennial parade will carry 
a replica of Ohio’s first oil well. 

Kansas City—Program here intro- 
duces a bit of dramatics, with a pro- 
fessional group preparing a skit to be 
put on before the Chamber of Com- 
merce Oct. 19. 

New York—More than 25 communi- 
ty leader-oil men luncheons or din- 
ners will be held in New York-New 
Jersey district during Oil Progress 
Week. Largest of these events will 
be Oil Trades Assn. of New York, 
Inc., luncheon for 1,200 which will 
be held at the Waldorf-Astoria Hotel 
Oct. 18, with Frank W. Abrams, 
chairman of the board, Standard Oil 
Co. (New Jersey), as principal speak- 
er. 

Rochester, N. Y.—A. L. Nickerson, 
Socony-Vacuum Oil Co, director in 
charge of domestic marketing, will 
address an audience of 500 to 750 
Oct. 17. 

Jamestown, N. Y.—Marc F. Braec- 
kel, president of Richfield Oil Corp., 
will speak Oct. 17 before an audience 
of some 200. 

Syracuse, N. Y.—J. G. Jordan, vice 
president in charge of marketing, 
Shell Oil Co., will speak before 500 
Oct. 18. 

Newark, N. J.—M. J. Rathbone, 
president, Esso Standard Oil Co., will 
speak before a group of 500 Oct. 19. 

Albany, N. Y.—Robert T. Haslam, 
vice president, Standard Oil Co. (New 
Jersey), wil be heard by about 400 
at an Oct. 20 meeting. 

Atlanta, Ga.—Motion picture, “The 
Last Ten Feet,”’ will be shown from 
the back of a truck at various spots 
in the city. 

New Orleans — An oil industry 
parade displaying various pieces of 
exploring and producing equipment 
will be held Oct. 18. 

Grand Forks, N. D.—There will be 
an Oil Progress Week picnic for 1,500 
school children. 

Fargo, N. D.—A parade will be 
held, and a “progress exhibit’ fea- 
turing a new Diesel locomotive will be 
displayed in the town square. 

Tulsa—The governor of Oklahoma 
will deliver the principal address at 
the open forum meeting of Tulsa 
Chamber of Commerce Oil Forum 
Oct. 20. 

Linden, N. J.—Esso Standard Oil 


Co. will dedicate a new catalytic 
cracker Oct. 17, and will hold a week- 
long open house for its employes and 
the public. 

Portland, Me. — An on-the-spot 
radio interview with the captain of a 
tanker will be broadcast. 

Mt. Veron, Iil—A portable derrick 
and drilling rig will be erected in the 
court house square. 

Great Bend, Kans.—An “Oil Ap- 
preciation Festival” will be held Oct. 
19, 20 and 21. 

Galesburg, Ill.—A parade illustra- 
ting the progress of transportation 
from the man on foot to the modern 
automobile will be held. 

Omaha—OIIC Committee is plan- 
ning a “Miss Oil Progress Week”’ con- 
test. 

Savannah, Ga.—A replica of the 
Drake well will be erected on the 
grounds of the Oglethorpe Hotel. A 
dinner will be held for civic leaders 
and oil men who will attend dressed 
in the custumes of the 1859 period. 


Degree Days Start Early 
With Cold September 
NPN News Bureau 

CLEVELAND September this 
year was colder than both last year 
and normal in all but one of 14 cities 
reporting degree day* data to NPN. 
Only exception was Charleston, S. C., 
where no degree days were recorded 
during September this year or last 
anu where normal for that month is 
one. 

Increase in degree days over last 
year and normal was relatively mod- 
erate in the South and in high fuel 
oil consumption areas of the North- 
east. Difference was more _ pro- 
nounced, however, along the Great 
Lakes and in the Midwest. In Min- 
neapolis and Omaha, for instance, 
September degree day total was al- 
most four times greater than a year 
ago, and in St. Louis almost five 
times as great. At all these points, 
however, September totals of last 
year were considerably below normal. 

The following table shows the 
degree day breakdown as _ reported 
by weather bureau offices in each 
city: 

Degree Day Summary 


Sept. Sept. Normal 
1949 1948 Sept. 


Birmingham \la 20 1 0 
Boston 105 76 9S 
Charleston, S. C 0 0 1 
Chicago 160 19 107 
Cleveland 126 56 102 
Detroit 182 74 111 
Minneapolis 211 5S 163 
Nashville 13 20 20 
New York 53 20 50 
Omaha 137 36 S4 
Philadelphia 15 21 36 
Raleigh N he 26 14 17 
St Louis 72 16 36 
Washington 55 27 42 
* Degree days are the number of degrees F 


by which the mean temperature for any 24- 
hour period falls below 65 deg Thus if the 


mean temperature for the day is 25 deg it 
goes on record as 40 degree days. An average 
home oil burner will burn about a gallon of 


fuel oil for each three degree days 
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ECA Report Indicates 1,250,000 B/D of Foreign 


_ Oil May Be Seeking U.S. Market in Next 4 Years 





Sen. Joseph C. O'Mahoney (D., Wyo.), left. chairman of the Joint Congressional 

Economic Committee, greets Jersey Standard President Eugene Holman as the latter 

arrives at the Capitol to testify before Sen. O’Mahoney’s committee on Jersey 
Standard’s outlook on investment of new capital 


NPN News Bureau 

WASHINGTON—Around 1,250,000 
b/d of foreign crude and products 
perhaps more—-could be looking to 
the U.S. as a market by 1953 in the 
remote event all the present active 
plans for expanding production and 
refining capacity outside North Amer- 
ica and the Soviet orbit should be 
realized on schedule. 

By the way of contrast, a com- 
mittee of the National Petroleum 
Council probably will report to the 
NPC later this month that U.S. im- 
ports during the current final quar- 
ter of 1949 likely will average in the 
neighborhood of but 600-625,000 b/d. 

The possibility of supply being 
available in sufficient quantity over- 
seas to allow the present rate to be 
at least doubled in just four years 
is pointed up in a long-awaited re- 
port of the Economic Co-operation 
Administration. In it ECA details 
for the first time the ambitious na- 
ture of the combined expansion pro- 
grams charted by British, Dutch, 
American and other companies. 

More important, however, the re- 
port shows that after allowing for 
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the anticipated requirements of Eu- 
rope and other named areas of the 


world, there would be left over for 


export to North America and east- 
ern Europe something like 936,000 
b/d of crude and 344,000 b/d of prod- 
ucts that adds up to a grand total 
of 1,280,000 b/d for the most of 
which, ECA frankly acknowledged, 
the U.S. represents the sole potential 
market. 

Publication of the ECA figures 
highlighted a week which saw for- 
eign oil again much in the news, 
with these other developments stand- 
ing out: 

1. The testimony of Jersey Stand- 
ard’s Eugene Holman before a con- 
gressional committee that American 
private investment abroad will be 
dealt “a hard blow” should current 
British-American oil discussions here 
fail to result in a final solution to 
the dollar-sterling oil question which 
finds sterling oil threatening to drive 
dollar oil out of the European and 
other foreign markets. 

That solution, Mr. Holman _ indi- 
cated to Capitol Hill’s Joint Economic 
Committee, will have to be some- 
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thing that will allow American com- 
panies to sell oil for sterling (not 
now permitted) and at the same 
time guarantee them the opportunity 
of putting sterling funds to profitable 
use. Along this same line, there cir- 
culated here an unconfirmed report 
that some U.S. officials are convinced 
that, as part of the attempt to bol- 
ster Britain’s dwindling dollar re- 
serves, this country may have to find 
some means of arranging the pur- 
chase of an amount of British oil 
variously estimated at from $200 mil- 
lion to $300 million. 


2. Canada’s disclosure that her 
production of crude oil attained an 
average of 54,214 b/d during the first 
half of 1949, nearly double that fo1 
the same period last year and thus 
an increase calculated to remind In- 
dependent U.S. producers that it may 
not be long before Canadian crude 
is knocking for admission at our 
doors. 

3. A U.S. State Department move 

the first by either side and there- 
fore one that seemingly augurs well 
for our southern neighbor—to re- 
open the long-stalemated negotia- 
tions aimed at helping Mexico financs 
an oil development program. To 
American Ambassador Thurston at 
Mexico City went instructions to 
confer with Mexican President Ale- 
man on a basis on which loan dis- 
cussions might be resumed. 


Cites Investment Obstacles 


In his testimony before the Joint 
Economic (O’Mahoney) Committee, 
Mr. Holman brought out that Jersey 
considers restriction on currency con- 
vertibility and the nationalistic tend- 
encies of some governments the two 
most important obstacles to increas- 
ing its investments abroad. 

He singled out the case of Argen- 
tina as one example of the “extreme 
difficulty” in trading with certain 
sterling countries. Asserting that the 
result of the recently concluded bi- 
lateral trade agreement between 
Britain and Argentina will be to vir- 
tually exclude Jersey from the Ar- 
gentina market. That is because, he 
explained, Britain will not allow his 
company to use sterling earnings 
from Argentina either to meet pay 
rolis or to offset expenses incurred in 
sterling transactions. 


While pointing up nationalistic im- 
pulses of certain governments as an 
impediment to Jersey’s expansion 
overseas, Mr. Holman told the com- 
mittee his company had, however, 
received assurances from the British 
labor government that oil would not 
be nationalized in Britain. It is on 
the basis of those assurances, he 
added, that Jersey’s English affiliate, 
Anglo-American Oil Co., is proceed- 
ing to expand six-fold the capacity of 
its Fawley, England, refinery. 
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‘Lubricate for Safety Talks Top | 
Independent Compounders’ Meeting 


Clark Discusses Oil Change While Moir of Pure 
Lists Needs for Frequent Lubrication of Cars 


BY LEONARD CASTLE 
NPN Staff Writer 


CHICAGO—Speakers at the second 
annual convention of the Independent 
Oil Compounders Assn. (Sept. 26 and 
27) discussed the economic benefits 
the motoring public would gain by 
following the API's slogan of ‘“‘Lubri- 
cate for Safety Every 1,000 Miles.” 

Discussing this subject were Day- 
ton Clark of Gulf Oil Corp., chair- 
man of the API’s Lubrication Com- 
mittee, and Hary L. Moir, service 
manager in the marketing division 
of the Pure Oil Co., Chicago. Other 
speakers on the program included 
T. C. Gary, administrative assistant 
in the engineering department of E. 
I. du Pont de Nemours & Co.; T. C. 
Jones of the Enjay Co. and J. L. Pal- 
mer of Lubrizol Corp. 

Approaching over-all rising costs 
of automotive transportation from a 
viewpoint similar to that recently ex- 
pressed by Alexander Fraser, Shell 
Union Oil executive (see NPN, Sept. 
28, p. 25), Mr. Clark told the com- 
pounders how the oil industry can, 
at least in part, contribute materially 
to keeping automotivve transportation 
costs down. (Partial text of Mr. 
Clark’s paper was published in Sept. 
28 NPN, p. 29. Also, another article 
on 1,000-mile oil change appears on 
p. 32 of this issue.) 


Four Needs Listed 


Mr. Moir said that the term “peri- 
odic greasing’ may be summed up 
as meaning “the application of pre- 
ventive maintenance to our custo- 
mers’ cars.” He listed four individual 
needs for periodic greasing: 

1. Proper lubrication. ‘‘There are a 
great many. chassis points, and they 
all need lubricants. They not only 
need the proper lubricants, but they 
need these at the right place and at 
the right time. And the right time, 
gentlemen, is every 1,000 miles.” 

2. Safety. “In 1949, one vehicle in 
five (passing through Chicago test- 
ing lanes) had either defective steer- 
ing, defective brakes, or defective ex- 
haust system. It is significant that 
these three conditions are not only im- 
portant as causes for vehicle rejections 

but all three are closely related 
to the inspections occurring during 
periodic greasing, It is also signifi- 
cant to note that these conditions as 
cause for rejections are on the in- 
crease. I believe this supports 
an earlier statement in which I point- 
ed out that the motoring public is 


16 


not aware of what is meant by peri- 
odic greasing. You know, and I know, 
but these figures seem to indicate 
that our customers don’t know.” 

3. Insurance. “It is estimated that 
while the actual cost per mile of 
periodic greasing has not increased, 
it has become only 1/25 (approxi- 
mately) of the operating cost per 
mile. These figures include periodic 
greasing at 1,000 miles, two trans- 
mission and differential changes, one 
wheel bearing repack, and of course, 
all of the extras which are included 
in this one-year preventive mainte- 
nance plan. I think you will agree 
this is a small premium to pay for 
what your customer gets in insurance 
value.” 


4. Comfort. “It is similar to a sud- 
den ache or pain, and the doctor is 
the only one who can reassure the 
patient that things are not as bad 
as imagined. In the case of the mo- 
torist, you are the doctor, and your 
prescription for him is simple—you 
show him the need for periodic greas- 
ing every 1,000 miles. There is no 
mental comfort equal to the knowl- 
edge that your car is ‘right’ and is 
being carefully attended to every 
1,000 miles. Your customer buys that 
comfort when he buys a new car—he 
buys the thrill of owning a power- 
packed modern automobile with its 
silent, effortless, smooth flow of pow- 
er. This is pride of ownership, and 
with it goes the comfort of knowing 
that he has the best modern engineer- 
ing can offer him. It is up to you 
to see that he is appraised of the 
value of keeping that new-car feel- 
ing during the life of his car. And 
you can do this for your customer 
by showing him the need for periodic 
greasing, and performing this func- 
tion with all of the extras which 
make up this job.” 


Mr. Gary, discussing the _ topic 
“What Lubrication Means to Man- 
agement,” explained that modern in- 
dustry is based on intricate processes 
and complex, heavy-duty machines on 
which friction and wear must be min- 
imized to keep output up and costs 
down. 


“Keeping friction and wear at per- 
missible levels requires modern lubri- 
cants properly applied,” he said. ‘‘Re- 
search on lubricants is wasted un- 
less the lubrication engineer can aid 
the designer of machines in taking 
advantage of the new lubricants. 
Good lubricants and machines de- 
signed for proper lubrication can be 


brought together if the lubrication 
engineer guides the purchasing agent. 
Reduced output and high costs due 
to excessive wear and friction will 
be avoided if the lubrication engineer 
can. assist the operators to make 
sure the right lubricant reaches the 
right spot at the right time,” he said. 


Lawrence F. Paape of Filmite Oil 
Oil Corp., Milwaukee, who was re- 
elected president of the association, 
suggested in his annual report that 
the Independent compounders could 
obtain new business by attempting 
to increase sales to automobile deal- 
ers. 


“I believe he (the automobile deal- 
er) is the most likely good prospect 
any Independent company could have, 
because we have one of the strongest 
points in our favor as Independents,” 
Mr. Paape said. “As an example, 
when the automobile dealer buys a 
major oil company brand and pushes 
it, here is what likely happens. First, 
it is safe to say that that same com- 
pany is competing against him right 
down the street. And many times 
it is easier to get into that major 
station than the auomobile dealer’s 
place of business. Therefore, if he 
creates a demand for a certain brand 
of oil in his lubrication department, 
very likely the customer could secure 
that brand from other agencies with 
less effort. 


“Secondly,” Mr. Paape said, “I do 
not believe that a very large per- 
centage of the automobile dealer's 
customers demand a certain brand 
of oil, grease or gear lubricant. They 
go to a particular car dealer because 
they believe he can best service their 
car, and leave the quality of the lubri- 
cants up to him.” 





Officers Re-Elected 


CHICAGO—Officers and five 
directors of the Independent Oil 
Compounders Assn. were re- 
elected at last week’s conven- 
tion. Officers re-elected are: 

Lawrence F. Paape, Filmite 
Oil Corp., Milwaukee, president; 
Fred H. Helling, Penn Central 
Oil Co., Kansas City, Kan., vice 
president; Harold J. Hlavka, 
Smith Oil and Refining Co., 
Rockford, Ill., treasurer; H. L. 
Ashworth, Milwaukee, executive 
secretary. 

Directors re-elected are: 

J. D. Coughlin, Westland Oil 
Co., Minot, N. D.; Mr. Hlavka; 
Elmer J. Keitel Jr., Columbia 
Oil Co., Inc., St. Louis; Dan 
T. Riley, Riley Brothers, Inc., 
Burlington, Ia., and J. A. Welch, 
Illinois Oil Products, Inc., Rock 
Island, Ill. 
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H. F. Burchfield, Sr., (left) Elks Oil Co., Tuscaloosa, Ala., past president of Alabama 
Petroleum Jobbers Assn., shakes hands with the new prexy, Paul D. Gray, Gray 
Oil Co., Atmore, Ala. 


Efficiency, Economy Are Essential 
To Jobber’s Business Life—Gwaltney 


Alabama Petroleum Jobbers Assn. Holds First Annual 
Convention; Speakers Warn Against Socialistic Trends 


By NPN Staff Writer 


MONTGOMERY, Ala.— The Inde- 
pendent jobber is here to stay but 
he must prove his worth and, if he is 
to stay in business, he must be eco- 
nomical and efficient, J. Parks Gwalt- 
ney, chairman of National Oil Jobbers 
Council, Gwaltney Oil Co., Durham, 
N. C., told members of the Alabama 
Petroleum Jobbers Assn. here last 
week. The association was holding its 
first annual meeting. 

Another speaker, John F. Cum- 
mins, president of Cumberland Oil 
Co., Nashville, Tenn., told the Ala- 
bama jobbers there must be unity 
to have a successful petroleum asso- 
ciation. 

Those attending the meeting also 
heard A. B. Hannah, personnel rela- 
tions manager of Plantation Pipeline 
Co., Inc., of Atlanta, describe the 
operations of a large pipe line, illus- 
trating his talk with slides. 

Equipment men took an active 
part in the convention by setting 
up numerous exhibits of oil equip- 
ment. 

Mr. Gwaltney, calling attention to 
the 12,300 oil jobbers in business to- 
day, said he had no fear for the fu- 
ture of the Independent jobber who 
conducts his business along business- 
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like methods and keeps abreast of the 
times. 

“Most of the majors say that he 
(the jobber) is an integral part of 
the industry, but must prove his 
worth, both to his supplying com- 
pany and to his community. Certainly 
they (the majors) need us, if for 
no other reason than to prevent the 
oil industry from becoming national- 
ized—but we hope that isn’t the only 
one.” Mr. Gwaltney said. 

Mr. Gwaltney gave the following 
ways in which a jobber may be effi- 
cient and economical: 

1. He must do a better job than 
his competitors, and we think he can. 
He must streamline his operation to 
where it is just as efficient as that of 
the majors by giving the best possible 
service and the best products avail- 
able. By building quality into his 
operation the standard of a jobber 
may be raised. Strive for profitable 
business, and not just gallonage. 

2. The jobber must be a real asset 
to his community personally by tak- 
ing part in civic activities and being 
a real citizen. 


Warns Against Losing Democracy 


Mr. Gwaltney warned against losing 
democracy by default, saying that we 
are a lot closer to it than most people 
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realize because eligible persons co not 
vote. Many persons in our govern- 
ment and people in high places are 
leaning far to the left and would like 
to see our industry, along with other 
essential industries, under some form 
of government control. 

He called on the jobbers to back up 
the resolutions of the association by 
getting in touch with senators and 
congressmen. 

“Sometimes when oil men are called 
upon to help inform the public on 
the fallacies of a tax or legislative 
proposal, they decline because they 
sincerely feel that the effort is unnec- 
essary. He may think that these fal- 
lacies are so plain that no one could 
possibly overlook them, forgetting 
that sometimes clear thinking people 
are misled because they are misin- 
formed about simple facts, or essen- 
tial facts,”’” Mr. Gwaltney concluded. 


Urges Unity Among Jobbers 


“We as Independent oil men must 
stand united to conquer our common 
enemies, as did the allies and this 
marvelous petroleum industry during 
the last war,’ Mr. Cummins told the 
Alabama jobbers. “There must be 
unity, not only to wage a successful 
war, but to have a successful petro- 
leum association.” 

“Associations are not merely a 
necessity but a must,” Mr. Cummins 
declared. He listed these reasons and 
necessities for an association: 

1. We must prevent socialism and 
communism, not only in this indus- 
try but in all industry and throughout 
these United States. 

2. We must prevent, for our own 





Gray Elected President 


MONTGOMERY, Ala. — Paul 
Gray of Gray Oil Co., Atmore, 
Ala., was elected president of 
Alabama Petroleum Jobbers 
Assn. at its first annual meeting 
here last week. He succeeds H. 
F. Burchfield, Sr., Elks Oil Co., 
Tuscaloosa. 

Other officers elected are: 

Tom Jones, Bama Oil Co., 
Montgomery, first vice presi- 
dent; 

Dan Rencher, Lee County Oil 
Co., Opelika, second vice presi- 
dent; 

Sidney Waits, Andalusia Oil 
Co., Andalusia, re-elected sec- 
retary and treasurer. 

Elected to the board of direc- 
tors are: 

A. R. Simmons, Walker Oil 
Co., Jasper, Ala., re-elected; 

Herman Todd, Todd Distribut- 
ing Co., siobile; 

7: & Crain Cram O88 Co., 
yuntersville; 

H. F. Burchfield, Sr. 
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good and the ultimate good of our 
big brothers, “the major oil com- 
panies,” too great an economic con- 
centration among a minority in this 
industry. The Independent marketer 
is a vital segment in the industry and 
must, for the welfare of all, be al- 
lowed to grow and prosper. We In- 
dependents are the greatest bu!wark 
this industry has against nationaliza- 
tion and other foes of the industry, 
he stated. 

3. We must have a legal vehicle 
through which to voice our opinions 
and through which we cannot only 
fight for our rights but also fight our 
industry’s common enemies. 

1. We must have a common meet- 
ing ground where constructive ideas 
can be exchanged for the betterment 
of all—not only the petro!eum mar- 
keter but also the consuming public 

Mr. Cummins also listed benefits 
growing out of a properly organized 
association: 

Gathers statistical information, as- 
sembles and distributes it; 

Provides the answer to problems 
connected with equipment and gov- 
ernment regulations; 

Provides information regarding sup 
ply and demands; 

Provides, through weekly bulletin, 
legislative information; 

Provides information 
taxes, labor laws; 

Promotes better public relations: 

Provides membership in a national 
organization where members can be 
heard nationally as well as locally 
(National Oil Jobbers Council). 


regarding 


Many misinformed people have con- 
demnd associations, Mr. Cummins 
said, adding, they can’t seem to dis- 


tinguish between ignorance, malicious 
gossip and facts, and between ob- 
vious fiction and the truth. 

He warned that socialism is not 
fiction but fact—socialism is nothing 
less than political management of the 
lives of the people. Step by step the 
dreamers and schemers in our midst 
go on plotting more control of our 
business, Mr. Cummins said. ‘‘Restric- 
tion after restriction, more and more 
political management of our total 
lives—makes a farce of democracy 
the last real democracy on earth. 
That, by whatever name you choose 
to use, is socialism.” 

“We need Independent petroleum 
associations if they fight only to pre- 
serve American democracy,” Mr. 
Cummins said. He urged each asso- 
ciation member at the meeting to get 
a new member and to support the 
officers of the group. 

“You must defend your own busi- 
ness as well as your entire industry,”’ 
he concluded. 

At its business meeting, the Ala- 
bama Petroleum Assn. passed a re- 
solution thanking the state legisla- 
ture for not diverting gasoline tax 
funds from highway use. 

The association also decided to 
have three quarterly meetings and 
one annual convention. One quarterly 
meeting will be held in the spring at 
Mobile; another will be held in Bir- 
mingham; a third quarterly meeting 
will be in Montgomery, as will the 
annual convention. By holding the 
meetings in different cities of the 
state, all sections will be represented. 

A cocktail party was sponsored by 
Emil George and Co. (Service Station 
Equipment Co.). 


FTC Seeks Limit on Maximum Tire Sale Discounts 


NPN News Bureau 

WASHINGTON Federal Trade 
Commission Oct. 3 unfolded a ‘draft 
rule’’ which, if approved, would set 
a purchase of a carload of 20,000 Ibs. 
of replacement tires and tubes as 
maximum amount on which méanu- 
facturers can offer quantity price 
differentials. 

Commission fixed Nov. 18 as dead- 
line for submission of written data, 
views or arguments on tentative rule 

“Interested parties,” said FTC, 
may propose a substitute or alterna- 
tive rule or may support or oppose 
the establishment of any rule. They 
also may request to be heard orally. 

“No final rule will be promulgated 
unless the commission deems it war- 
ranted on the basis of the results of 
its investigation begun two years 
ago and after consideration of all 
matters submitted by interested par- 
ties. 

Draft rule does not apply to tires 
and tubes sold for original equipment. 

Publication of tentative rule cli- 
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maxed investigation of rubber tire :n- 
dustry which FTC said it began fol- 
lowing receipt of complaints from 
small tire dealers that they were be- 
ing injured because manufacturers 
were charging them higher prices 
than they were exacting from large 
buyers. 

In explaining how proposed rule 
would work, FTC officials used this 
«xample: 

A large buyer normally purchases 
six carloads of replacement tires and 
tubes at one time. The manufac- 
turer offers him a 30% discount on 
this type of purchase but gives 
buyers of single carload lots only 
20°; discounts. Proposed rule would 
limit large buyer's discounts to only 
20°, for each carload lot, no matter 
how many carloads were purchased 
at same time. 

FTC said authority for instituting 
this type of proceeding is contained 
in so-called ‘quantity limit” section 
of Robinson-Patman Act which says 
commission may establish quantity 


limits when it finds that “available 
purchasers in greater quantities are 
so few as to render price differentials 
on account thereof unjustly discrim- 
inatory or promotive of monopoly.” 

While proceeding is first of its kind 
begun by commission, FTC declared 
principle of quantity limit proviso has 
been “applied regularly for more than 
half a century by the ICC in pre- 
venting unjust discrimination among 
consignees by limiting the quantity 
on which carriers have been per- 
mitted to charge the lowest rate.” 

In its investigation, FTC said it 
received reports from 21 rubber tire 
manufacturing firms covering most 
of their 1947 sales. Data collected 
showed a maximum price differential 
of 30.5% between largest and small- 
est purchasers of passenger car tires 
and 38.5% differential between larg- 
est and smallest buyers of truck tires. 


Minneapolis-Des Moines 
Pipe Line Contracts Let 


KANSAS CITY—Great Lakes Pipe 
Line Co., has awarded contracts for 
laying of 12-in. line parallel to its 
two 6-in. lines between Minneapolis 
and Des Moines. This is part of 
company’s new $37,500,000 expansion 
program. 

Successful bidders and mileage 
each will lay are: Williams Brothers, 
19.6 and Mississippi River crossing 
at South St. Paul; Sheehan construc- 
tion Co., 103.61; A. C. Holder Con- 
struction Co., 72.33; O. R. Burden 
Construction Co., 64.63. 

Work ig scheduled to begin the 
week of Oct. 10, dependent on pipe 
moving from mill on schedule. 





Re-Refiners Volume 
Up 420°, in 8 Years 


During the period 1939-1947 
the output of re-refiners in U. S. 
showed a marked increase. On 
the basis of value of products 
shipped only, re-refiners showed 
a 420°, gain during the eight- 
year span. During this same 
period the number of establish- 
ments engaged in re-refining of 
used oils rose about 40° — from 
33 to 46. 

Despite this sharp increase 
in business, however, the value 
of products shipped by re-refin- 
ers in 1947 amounts to slightly 
more than 0.1% of the total 
value of products shipped by 
companies refining new oils that 
same year. These percentages 
are based on figures shown in 
the 1947 Census of Manufac- 
tures put out by U. S. Depart- 
ment of Commerce. 
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Oil Progress Week Can Be an Effective Weapon 


Against Socialism if Everyone Supplies Ammunition 


IL Progress Day last year turned out to be bigger 
and better than anyone even hoped it would be. 
Thousands of oil men from every size company in every 
branch of the industry packed into that one day an im- 
mense amount of effort, which added up to what was 
probably the biggest single public relations project in 
the history of oil. 
The success of that event was due primarily to: 


1. The unqualified invitation from the Oil Industry 
Information Committee to every company in the indus- 
try to participate in Oil Progress Day on whatever basis 
it wished. Suggested speeches, broacasts, advertisements 
and programs were made available, there was no “party 
line’ from an ivory tower. 


2. The remarkable district, state and local leadership, 
which demonstrated that it had the ability and the initia- 
tive to tell the story of the industry effectively at the local 
level. 

As these facts percolated in the aftermath of the suc- 
cess of Oil Progress Day, they led to basic changes in 
the program. 

At its Tulsa meeting in April, the OIIC adopted a 
plan of decentralization. Though some may not yet 
realize it, this is having the effect of putting the whole 
program on the basis of inviting companies and asso- 
ciations to participate on their own terms—the very 
thing which helped put Oil Progress Day across. 

When the program was launched three years ago and 
for nearly two years thereafter, many felt that some- 
thing was being shoved down their throats. It was com- 
mon to hear Independent marketers say they were being 
asked “to pull someone else’s chestnuts out of the fire.” 
There has been much less talk of that nature since Oil 
Progress Day a year ago, and particularly since the 
decentralization plan was outlined at the Tulsa meeting. 

A second important change came at the joint meeting 
of the OIIC and the API Public Relations Committee at 
Washington in July. The district chairmen, most of them 
operating oil men, were added to the national OIIC, 
effective Jan. 1. This action is a result of the demon- 
stration of the effectiveness of the local leadership in 
the 1948 Oil Progress Day. 


1949 Oil Progress Week on the Same Basis 


For 1949 Oil Progress Day has been expanded into 
Oil Progress Week, to be observed from the 16th through 
the 22nd of this month. Reports from around the coun- 
try indicate that the participation will be even greater 
than last year. 

The invitation to take part this year is no different 
from that of last year. As far as the OIIC is concerned, 
every oil man can write his own ticket as to how and 
where and whether he will participate in the observance. 
There are all kinds of suggested materials available from 
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district OIIC offices or from the national Oil Industry 
Information Committee, 670 Fifth Ave., New York 19, 
m. = 3ut it is recognized that the real backbone of 
Oil Progress Week will be what individual oil men and 
local groups of them do in Providence, Passaic, Madison, 
Minot, Charlotte, Chicago, Dayton, Decatur, and the hun- 
dreds of other cities and towns across the country. 

A speech at Rotary or Kiwanis in Tallahassee; a home- 
made ad in Springfield by a jobber telling how his com- 
pany has improved its facilities; open house at a con- 
signee’s bulk plant in Abilene—these are as important as 
the most elaborate affairs. 

After last year’s Oil Progress Day, NATIONAL PETROLE- 
tM NEWS staff members interviewed a number of Inde- 
pendent marketers who had taken a particularly active 
part in it. Without exception they believed that they 
not only had made a contribution to improving the public 
attitude toward the whole industry, but also that they 
had helped spotlight the importance of their own com- 
panies. Instead of feeling that they had been pulling 
someone else’s chestnuts out of the fire, they felt that 
they had pulled out a few of their own. Participation 
in this year’s Oil Progress Week can be on the same 
basis. 


Industry's Top Executives Are Needed 


Oil Progress Week comes at a time when an impor- 
tant decision regarding the industry’s public relations 
program is pending. At the July meeting of the OIIC 
and the API Public Relations Committee in Washington, 
a plan was developed to bring the industry’s top execu- 
tives into closer touch with the program. Among other 
things, the plan called for two to five members of the 
API Public Relations Committee to attend each meet- 
ing of the OTIC. Apparently, however, that splendid 
idea has not been finally approved. 

It would be unfortunate indeed if a successful Oil 
Progress Week were to be taken as evidence that all 
is well, that the top executives of the large oil com- 
panies can forget the whole program except for a once- 
a-year approval of a budget. 

Whether Oil Progress Week is a success or not, the 
fact is that the program does need the leadership and 
the counsel of those at the very top. The need for 
this leadership and counsel must be measured against 
the whole vast problem of keeping the oil industry free 
in a world climate unfavorable to private enterprise. 
No man in the industry can possibly be too busy to do 
whatever is within his power to help meet that problem 
through effective public relations, giving the broadest 
possible meaning to that term. 

Hundreds of major company and Independent oil men 
across the nation are now applying long hours to the 
public relations program, and are doing so enthusias- 
tically. They are doing this because they believe that 
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the program is getting some place and will make a 
real contribution toward stemming the tide of socialism. 

Greater activity and interest by the industry’s top 
executives will increase the enthusiasm and the effort 
in the field. But any retreat from the decision tentative- 
ly made at the Washington meeting will be a body blow 
to the whole program, This is no time for any kind 
of retreat on oil industry public relations. It is a time 
for more interest, more thoughtful study and more per- 
sonal effort by every oil man from the biggest to the 
smallest. 


Independents Will Help Nation and Selves 
By Answering NPC Manpower Questionnaire 


XNEVERAL weeks have elapsed since 25,000 copies of a 
\? questionnaire directed to war preparedness for the 
oil industry, were sent to every segment of the petroleum 
industry by a special National Petroleum Council com- 
mittee, headed by W. W. Vandeveer of Cleveland. 

When the original Sept. 20 deadline arrived, NPC 
counted up and found that only 4,000 companies had 
filed returns. These include all the majors and many 

Independents, but most of those who have not answered 
are Independents. Information sought in this question- 
naire is needed by the National Security Resources Board 
for the purpose of classifying all jobs as to essentiality 
in the event of another war. The survey is being made 
to determine, among other things, oil’s total manpower 
requirements and time required to train replacements. 

President Truman’s announcement of a few days ago 
that Russia has succeeded in tearing the veil of secrecy 
from the atomic bomb and that the Russians have touched 
off an atomic explosion may or may not indicate that 
a state of emergency is any closer. 

Nevertheless, it is a fact that the United States must 
be prepared at all times for any evenuality. All oil 


men of the country can and should, witho:t delay, aid 
the military by making the requested data available as 
soon as possible. 


Both large and small oil companies, at the same time 
as rendering a vital service to the nation, will benefit 
themselves through keeping their essential workers to 
the fullest extent possible should total mobilization be- 
come necessary. They will benefit because advance 
planning such as is contemplated in this survey and its 
results should assure rhyme and reason to drafting of 
men from any branch of the oil industry. 


Ill-advised drafting of oil men in the last war caused 
PAW many headaches trying to prove, for example, 
that workers on a seismograph crew were performing 
vital war work, or that loss of a certain worker in a 
refinery—holding down what seemed to his draft board 
an unimportant job—would seriously interfere with the 
plant’s operation because of time required to train a 
replacement. Probably every oil man undoubtedly will 
recall comparable instances in his own business. 


While this is directed particularly to the attention of 
the Independents, who have not been heard from, it 
behooves all oil companies to make it a point to see 
that it is possible for a complete report to be made at 
the next quarterly meeting of NPC in Washington on 
Oct. 25. 





Opinion in good men is but knowledge in the 
making—Milton. 

Comments on editorials are welcomed always. 
Please address comments to Warren C. Platt, 
Editor, NATIONAL PETROLEUM NEWS, 1213 West 
3rd St., Cleveland 13, Ohio. 

















Michigan Oil Jobber Wins 
Suit on Dealer's Prices 


Special to NPN 
ANN ARBOR, Mich.—An injunc- 
tion order issued by Circuit Judge 
James R. Breakey, Jr., restraining 
Mac’s Auto Mart from selling Mara- 
thon gasoline and other petroleum 
products at prices lower than those 
set by Staebler-Kempf Co. for its 
other Ann Arbor dealers will be ap- 
pealed to the Michigan Supreme 
Court. 


Staebler-Kempf sued Mac’s for al- 
leged violation of an agreement made 
when Mac’s bought the land underly- 
ing station site. The oil company 
said it agreed to furnish products 
“at such prices and on such terms” 
as to other Ann Arbor dealers, while 
Mac’s agreed to stipulation that it 
would deal only in Marathon products 
for a period of 10 years from Aug. 
19, 1946, and would purchase all such 
products from Staebler-Kempf. 


The suit charged that Mac’s was 
selling unlabeled Marathon gasoline 
at 1.5¢ less than price set by Stae- 
bler-Kempf for its other Ann Arbor 
outlet. 
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Answering defense contention that 
agreement was illegal because it did 
not come under Michigan “fair trade” 
law, Judge Breakey ruled, that facts 
in case took it outside line of cases 
dealing only with price fixing, un- 
fair trade practices and monopolies. 

At issue, the judge said, “is not 
primarily a price fixing agreement, 
but rather an agreement pursuant to 
a covenant running with the land 
which the plaintiff (Staebler-Kempf) 
sold and which the plaintiff would 
not have sold without the covenant.” 


How Another Code Works 


Special to NPN 
BOSTON—How a Fair Trade Prac- 
tice Code has operated for 21 years 
in another industry will be related 
to members of the Oil-Heat Institute 
of New England at a meeting to be 
held in the Statler Hotel here Nov. 
3. Speaker will be W. P. Fickett, 
president, Textile Fabrics Assn., New 
York. The trade association which 
Mr. Fickett represents has operated 
under a code of fair practices since 
1928, according to Fred N. Beckwith, 
secretary of OHI of New England. 


Ohio Oil Opens Modernized 
Refinery at Robinson, Ill. 


Ohio Oil Co. was set to formally 
open its modernized and expanded 
refinery at Robinson, Ill., on Oct. 5. 

Construction at the refinery was 
started in the spring of 1947 and 
completed this summer. New facili- 
ties include a big, modern “cat crack- 
er’’—fluid catalytic cracking unit- 
designed to process 12,400 b/d of gas 
oil for the production of high-octane 
gasoline. 

Other units are a 27,500 b/d, two- 
Stage crude distillation unit, a cata- 
lytic polymerization unit, a gas-re- 
covery plant, and gasoline treating 
plant. 

New auxiliary facilities at the plant 
include a major addition to the pow- 
er plant, a new water-circulating 
pump house and cooling tower, an 
Ethyl blending building, an API oil 
separator, and an employes’ service 
building containing shower rooms and 
lockers and a cafeteria. 

J; C. Donnell II, president of Ohio 
Oil, members of the board and other 
officials of the company were sched- 
uled to be on hand to welcome guests 
at the opening. 
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With meter- printed receipts 
as proof of full-measure, you 
can dodge heavy traffic 
hours, work your tank trucks 
around the clock, start them 
off on long hauls at any hour. 


every truck use, with easier 
ticket printing and unques- 
tionable accuracy. 


There's a Red Seal meter for 

















Newest accomplishment in ef- 
ficient wholesale operations is 
the Red Seal remote meter- 
ing system. While trucks are ! 
loading with amazing speed 
outside, you keep all control 
over the deliveries right in 
your accounting department. 
Available through consulting 
engineers. 


















On trucks compartmented for 
two or more products, pre- 
vent mixing of high and low 
flash fuels by providing a 
separate meter for each. 
You'll save hours on large 
drops, too, with dual meters 
delivering simultaneously. 
















Your operators simply set the 
meter for the amount to be 
delivered and flip the Red 
Seal Auto-Stop lever. The 
Auto-Stop automatically shuts 
off at the right quantity, stops 
losses due to overfilling. 
Available with or without 
ticket printing. 





Only accurate metering pays 
out in the long run. Specify 
Red Seals—the meters distin- 
guished for sustained accu- 
—SUSTAINED racy and low maintenance. 
Your nearest Neptune repre- 
sentative or Neptune equip- 
ment jobber will be glad to 
tell you why—ask him. 





ita 
50 WEST SOth STREET 
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NEPTUNE METER COMPANY 


TANK TRUCKS, BULK PLANTS 
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This is a front view of Aero Oil's headquarters at New Oxford. Pa. The long window to the left (under the “20 Years of Ser- 
vice” sign) is off the display room. The rounded window to the right is for display of TBA items sold by the service station. 


HERBERT A. YOCOM 
Chief, NPN Washington Bureau 


One of the largest Independent 
jobber operations in Pennsylvania is 
conducted from New Oxford, Pa.—a 
wide spot on the Lincoln Highway 
by an oil man who believes that the 
fellow who doesn’t know any of the 
reasons why he _ shouldn’t get the 
business is the fellow most apt to go 
out and get it. 

He is D. M. De Tar, president of 
Aero Oil Co., which has grown from 
the smallest of starts 20 years ago to 
where it now distributes products 
from seven bulk plants and this year 
will do a volume in excess of 14,000,- 
000 gals. 

Mr. De Tar is himself an exception 
to his own firmly held view as to the 
sort of man who makes the best oil 
salesman. So far as he is concerned, 
however, that’s beside the point and 
he’s no more than the exception 
which proves the rule. Because the 
facts are that Aero’s first sales man- 
ager back in 1929 had been a shoe 
salesman and the company ever since 

by strange coincidence if not down- 
right design—-has never put a man 
on its sales force who ever before 
had sold a gallon of gasoline or a 
barrel of fuel oil. 

“Candy or shoes, yes,” says the 
Aero president, “but some one with 


22 


a background in oil, never. You see, 
I discovered a long time ago it’s the 
men who didn’t know any of the rea- 
sons why they shouldn’t get any busi- 
ness that usually got it.” 

Studied policy or no, it has paid 
off in the case of Aero—that plus the 
constant hammering by Mr. De Tar 
on the theme that every Aero, em- 
ploye, no matter what his work, is 
just as important as the next to the 
success of Aero’s operations. The 
result is a business founded on per- 
sonalities, and a happy, friendly fami- 
ly of employes who felt fully as 
justified as their president in setting 
a day aside last month in observance 
of Aero’s 20th anniversary. 

The organization of Aero Oil Co. 
on Sept. 12, 1929, grew out of a 
chance meeting on a golf course of 
Mr. De Tar and H. C. Moul of Han- 
over, Pa. Mr. De Tar at the time was 
a salesman for the Fleet Wing Oil 
Corp. and “a great one,” incidentally, 
to quote his “first boss’ and long 
time friend in a career in oil which 
began back in 1922 with Transcon- 
tinental Oil Co. That “first boss” 
is O. D. Robinson, now chairman of 
the board of Republic Oil Refining 
Co., who was on hand from Pitts- 
burgh to help Aero celebrate 20 years 
of growth. 

Following up their golf course talk, 
Messrs. De Tar and Moul interested 


The station part of the operation is leased out 
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C. A. Gain (now deceased), a shoe 
salesman from West Virginia, in join- 
ing with them and, combining re- 
sources amounting to $12,000, were 
in the oil distributing business. 


Weathered Depression and War 


The start was small and inauspici- 
ous, not to mention filled with fore- 
boding because of the economic 
storms then forming which were to 
plunge the country into depression. 
That Aero survived not only the de- 
pression, but the stresses and strains 
of the war and the inflationary period 
that followed, is a testimonial, Mr. 
De Tar insists, “to the inherent 
strength and fundamental soundness 
of small organizations, locally owned 
and operated.” 

A bulk plant at Brush Run (two 
miles west of New Oxford), a com- 
bined service station and office on 
Lincoln Way East and a single tank 
truck were Aero’s original invest- 
ments. 

In 1930, the first full year, this 
one-plant-one-truck operation handled 
515,510 gals. of products. That same 
year, two additional service stations 


*wefe built—one at Gettysburg and 


the other at Hanover, and a second 
tank truck was added to handle 
wholesale business to dealers, com- 
mercial and rural accounts. 

The story thereafter has been one 
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Detailed floor plan of the headquarters building of Aero Oil Co. Broken lines in color denote offices over warehouse. Indenti- 
fications in color represent locations of upstairs offices. Other details of the building follow: Lighting—50 ft. candles at desk 


height; ceiling height 


11 ft.; floors—concrete covered with asphalt tile: heating—radiant floor panels; cooling—air condition- 


ing unit; communication—telephone and 10 master communication stations 


of steady expansion: in 1934, three 
stations acquired in York under long- 
term lease from a distributor whose 
business Aero also purchased; in 1936, 
a bulk plant established at Lancas- 
ter; in 1937, a bulk plant obtained at 
Harrisburg by purchase, and another 
established at Frederick, Md.; on 
June 1, 1946, bulk plants acquired 
from Atlantic Refining Co. at Gettys- 
burg and Hanover under a lease 
which also saw Aero taking over 
service to about 85% of Atlantic’s ac- 
counts in the marketing area of these 
two plants, and switching from Fleet 
Wing to Atlantic as a supplier. 
Today, as a distributor of Atlan- 
tic products, the company operates 
seven bulk plants, two transports and 
10 tank trucks. Doing exclusively 
a wholesale business, it supplies 150 
dealers (25 owned but leased out) and 
something like 1,600 commercial, 
rural and domestic fuel oil accounts. 
Mr. De Tar expects volume this 
year to top 14,000,000 gals. Last year 
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the total exceeded 
divided as follows: 


13,330,000 gals., 


Gasoline—9,126,919. 
Fuel Oil—2,780,056. 
Kerosine—1,286,056. 
Motor oil—-140,000. 


Big TBA Volume 


In addition, in 1948 Aero did a 
$96,269.01 business in tires; $23,879.70 
in batteries; $22,825.63 on accessories 
and $81,958.85 on oil burners. 

Oil burner sales and service was 
added as a line in 1946. The com- 
pany went into that business, says 
Mr. De Tar, primarily for the purpose 
of protecting its fuel oil business. In 
so doing, however, it has built a six- 
man department which not only now 
earns its own way but with almost 
every burner sale adds a new name 
to the company’s list of fuel oil ac- 
counts. 

New Oxford is the hub of Aero’s 
marketing area, which covers a 


radius of some 45 miles, and it is here 
that Aero (in 1947) moved into an 
eye-opening new combination office- 
warehouse-service station-bulk plant 
which, for neatness and serviceabili- 
ty, probably will be seldom matched. 
(See front cover for aerial view of 
New Oxford plant, and above for dia- 
gram showing the floor plan layout.) 

This new headquarters for Aero’'s 
operations is part of a program which 
in the last three years has seen the 
company making capital expendi- 
tures of more than $300,000. The 
building is radiant heated, even to 
the wash-and-lube rack room, where 
attendants find it possible to work 
comfortably in their shirt sleeves even 
on the coldest days with the doors 
open. (The only complaint has been 
from a couple of girl employes who 
said that floor heating made their 
feet too warm.) 

All power required for the New 
Oxford plant is generated on the 
premises by two three-cylinder Diesel 
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Out of a conversation during a golf match grew the Aero Oil Co., probably the 

largest Independent distributor of oil products in Pennsylvania, which recently ob- 

served its 200th anniversary in business—a business which this year may approxi- 

mate 14 million gals. The conversationalists on the golf course were M. D. De Tar 

(left), Aero’s first and only president, and H. C. Moul (right), vice president. They 
have been together ever since and today are going stronger than ever 


engines with a combined capacity of 
36 kw. R. W. Wolfe, manager of 
Aero’s maintenance department, fig- 
ures that cost of this power (includ- 
ing allowance for depreciation, main- 
tenance and labor) at 1.375c per kw, 
compared with a little over 2.0c if 
purchased from the local utility com- 
pany. He thinks Aero has a good 
thing in generating its own electricity 
provided the calculated life span of 
the two Diesels holds out. 


‘Division’ Sales Offices 


In its early days lengthening tank 
truck routes made it desirable for 
Aero to locate bulk plants elsewhere 
than at New Oxford. This situation 
gave Mr. De Tar another opportunity 
to emphasize what he refers to as 
personalized selling by establishing 
division sales offices. 

There are 
divisions 


now three Aero sales 
the eastern, including Lan- 


caster and Dauphin Counties, with 
an office at Lancaster; the central, 
including York and Adams Coun- 


ties, with headquarters at New Ox- 
ford, and the southern, located at 
Frederick and covering north central 
Maryland. At present, the central di- 
vision handles around 65% of Aero’s 
total volume; the Eastern, 23°, and 
the Southern 12%. 
Present bulk plant 
sists of the following: 
New Oxford, Pa.: four 20,000-gal. 
tanks for gasoline and fuel oil; six 
2,000-gal. tanks for bulk motor oil; 
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capacity con- 


one 6,000-gal. tank for Diesel fuel. 

Frederick, Md.: 60,000 gals. 

Lancaster, Pa.: 96,000 gals. 

Harrisburg, Pa.: 72,000 gals. 

Hanover, Pa.: 107,000 gals. 

Gettysburg, Pa.: 127,000 gals. 

York, Pa.: 42,000 gals. 

Products move to the Frederick 
bulk plant from Atlantic’s terminal at 
Baltimore. All the other plants are 
supplied from terminals on the At- 
lantic pipeline at Mechanicsburg and 
Quentin. A for-hire carrier handles 
the movement from Baltimore to 
Frederick, while two Aero transports 

a 4,200-gal. and a 4,000-gal.—serve 
all the other plants. One of the 
transports operates on a 24-hour 
schedule between pipeline and bulk 
plants, while the second is used also 
to supply several big dealer accounts 
direct. 


Perform Own Maintenance 


Maintenance of all plants and 
equipment is supervised from New 
Oxford by Mr. Wolfe. A maintenance 
truck calls at each plant once a 
week, and Mr. Wolfe does the same, 
but neither he nor the maintenance 
men attempt to follow a definite 
schedule, that having been found too 
inflexible. Major truck overhaul jobs 
are done at New Oxford. Burner in- 
stallation and repair men work out 
of the home office and Lancaster and 
each one has gone to school to learn 
his job. 


Through the years, Mr. De Tar 





has formed some pretty fixed ideas 
as to what really makes for the 
success of an Independent marketer. 


One is that he should fit his opera- 
tions to the conditions he finds. Aero, 
for example, he says, has never tried 
to build itself up in any area except 
where it could see itself fitting into 
the picture. An oft-repeated mis- 
take of the majors, he thinks, is that 
of seeing a fellow doing a nice gaso- 
line business at some particular cor- 
ner and then figuring they ought to 
get half of that business, so in they 
go with a station of their own. The 
result, he insists, is that both do bad- 
ly. So, says Mr. De Tar, Aero 
“doesn’t try to blueprint the situa- 
tion—doesn’t try to talk itself into 
thinking that it must have so much 
of the business.”’ 

Mr. De Tar also believes that the 
brand name has nothing to do with 
the volume at a station. He is con- 
vinced that the motorist isn’t going 
to stop at a particular station because 
of the flag that’s flying. Instead, 
he says, “Whenever you find a bad 
station, look to the man who runs 
it.” He adds that “the personalized 
service that you get from the man 
who owns his own business offsets 
any of the adventages that may come 
from operating on the big company 
chain business.” The consequence is 
that while Aero may try to give 
some guidance to its dealer accounts, 
it doesn’t stress that and it studious- 
ly avoids anything that savors of 
telling a dealer how to run his busi- 
ness. 


Can’t Beat Friendly Customers 


Above all else in Mr. De Tar’s 
book, where Aero itself is involved, 
is the notion that you can’t beat a 
company whose customers are not 
only its neighbors but also its best 
friends. 

That is the reason for his insistence 
that every Aero employe must never 
forget that he represents Aero in its 
business dealings with the commun- 
ity. That goes for the burner ser- 
vice men, truck drivers and every 
one else, no matter what his job. 
Courtesy to the customer is Mr. De 
Tar’s theme song. He can cite case 
after case of new accounts coming in 
simply on the volunteered recommen- 
dation of long-time customers that 
“Aero is nice to deal with.” 


The customers all get to feel that 
they know Aero’s president, too 
if not personally, at least from the 
little printed page of comments by 
Mr. De Tar that is enclosed with 
each month’s bill to consumer ac- 
counts. Into the August billings, for 
example, went a page of “Comment” 
calling attention to Aug. 27 as mark- 
ing the 90th anniversary of the dmll- 
ing of the Drake well. Wrote Mr. De 
Tar: 

“The story of the development of 
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24 tours 4 Tay Pittsburgh meters stand Pittsburgh meters are precision instruments that 


watch over petroleum tick off the gallons with the surety of time and as 
distribution. They guard every penny of your profit accurately asa fine clock. Too, petroleum marketers 
from loading rack to tank truck—from tank truck 
to customer's storage. And because these fine Pittsburgh meters because they are engineered 
meters plug wasteful leaks in petroleum handling for operations far beyond the limitations of ordin- 
they quickly pay for themselves out of savings. ary meters. 


have learned to expect more from all types of 


For complete information on Pittsburgh 
meters write the nearest district office. 


PITTSBURGH EQUITABLE METER DIVISION 


Rockwell Manufacturing Company ° Pittsburgh 8, Pa. 
Atlanta Boston Chicago Kansas City Houston’ Los Angeles 


New York Pittsburgh San Francisco Seattle Tulsa 
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Shown here are the four 20,000-gal. storage tanks for gasoline, fuel oil and kerosine at the New Oxford bulk plant from which 
Aero Oil supplies its dealers and consumer accounts in the central division territory. Products are hauled in by two company- 
owned transport trucks from the Mechanicsburg pipe line terminal of Atlantic Refining Co. The tank truck loading rack has 
four 120 g.p.m. pumps. Shown at right are Aero’s 4,200-gal. and 4,000-gal. transports. 
seen in the background 


the oil industry is truly dramatic and 
thoroughly typical of the American 
way. In the United States alone 
more than 34,000 companies are en- 
gaged in one or more of the branches 
of this gigantic industry. 

“The Aero Oil Co. is proud to be 
identified with the marketing branch 
of the petroleum business. For 20 
years we have tried to render a ser- 
vice which will merit the patronage 
of the people of this area. We are 
happy that the total of our deliveries 
over this period has passed the 100,- 
000,000-gal. mark.” 

The wind-up was a reminder to the 
customer that he was invited to help 


Aero celebrate its own 20th anniver- 
sary by spending “the entire day with 
us.” 


Aero today provides employment 
for 50 persons, and more than 50% 
of the common shares of the company 
are owned by employes, as well as a 
large percentage of the preferred 
shares. It is an Aero policy that 
each new employe must buy one 
share of stock——but only that one; if 
he wants more, that’s up to the em- 
ploye. All employes are furnished ac- 
cident, health and hospitalization in- 
surance, free of cost, while most of 
the older employes are included in a 
group insurance plan, cost divided. 


Comments on Bean Service Station Story Continue 


Criticism and praise can still be 
heard almost two months after F. A. 
Bean let rip with an article (see 
NPN Aug. 10, p. 36) rebuking oil 
marketers for the poor service, sales- 
manship and manners at most serv- 
ice stations 

Comment has been pretty evenly 
divided between criticism (see NPN 
Sept. 28, p. 39) of the article and 
praise. Among those who endorse 
Mr. Bean’s complaints is a man who, 
though not engaged in the oil busi- 
ness, has a professional interest in 
marketing in general and considers 
himself a “reasonably 
consumer.’ 


observant 


Just back from a 1,500-mile vaca- 
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tion trip through New York, New 
England and Canada, he says: 
“Naturally we usually patronized 
only the best looking stations in the 
towns, as we had other things to 
do besides buying gas. . . In my 
Whole trip I never found one scrupu- 
lously clean toilet, and the major- 
ity of them were pretty awful. Mrs. 
had about the same cx- 
perience with the ladies’ restrooms. 
“Without a single exception, the 
only thing that the service stations 
did at all efficiently was to take 
my money. There was not a single 
case where they had_= enterprise 
enough to ask, “Fill it up?’ There 
was not a single case where they 


Other Aero rolling equipment can be 


voluntarily wiped off the windshield. 
I got it wiped off once in the entire 
trip and then only by asking for the 
service. 

“About three times out of four—lI 
didn’t keep a tally—they didn’t ask 
about the oil and water. There wasn’t 
a single case where they even looked 
at the tires, let alone suggest they 
check them. I would judge that about 
half of them said ‘thank you’ when 
I paid for the gas.” 

An article in a recent issue of the 
official publication of the South Da- 
kota Independent Oilmen’s’ Assn. 
based upon the experiences of J. E. 
Adrian, secretary of the Association, 
called attention to Mr. Bean's article 
and added fuel to the fire with the 
statement: 

“In driving over the state, your 
secretary finds that there is much 
improvement needed in the operation 
of service stations, particularly with 
reference to cleanliness and _ sales- 
manship. 

“A motorist drives up to the sta- 
tion with a flat tire. He inquires as 
to getting it fixed. The attendant 
too often says we are awfully busy 
right now and so it will take some 
time before we can get to you. When 
pressed for just the exact time, the 
attendant generally tries to give the 
impression that he will fix the tire 
if he has to but he sure would like 
to have the motorist take it some- 
where else.” 

More than 7,000 reprints of Mr. 
Bean’s article have been requested. 
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are installing MARLOW 
SELF-PRIMING CENTRIFUGAL 
PETROLEUM PRODUCTS PUMPS 











Bulk plant operators, both majors and inde- 
pendents, are using Marlows more and more 
for dependable petroleum products pumping. 
That's because Marlows have so many ad- 
vantages: Self-priming on suction lifts °* 


Centrifugal action—quiet, efficient * Mar- 





low self-compensating shaft seal * Higher 








= Marlow Self-Primers are used 
to help keep operations flowing 
smoothly at the important Ma- 
rine Terminal Bulk Plant of 
Socony - Vacuum Oil Co., Inc., 
Cicero, Illinois. 


_ 


+ 


capacity for size * No by-pass or pressure 
relief valves * Long Life and low mainte- ™ 
nance * Continued high capacity. 


a Phage wa? 
Learn about all these advantages and A 
more in the New Marlow bulletin, ‘‘Petro- Md 
leum Product Pumps."’ Write for your s ; | 
copy today. " = a 
te 


MARLOW PUMPS - RIDGEWOOD NEW JERSEY 
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Restrict TBA Lines to Most Frequently 
Needed Items, Sales Manager Advises 


By ART SWEET 
TBA Manager 
Humble Oil & Refining Co. 

The service station is a logical 
place for motorists to buy tires, bat- 
teries, and accessories, On that basic 
premise we have built our TBA bus- 
iness. 

It is only natural that motorists, 
who drive into a service station for 
gasoline and motor oil, should also 
find it convenient to purchase their 
automotive needs—products they need 
for the safe and economical opera- 
tion of their car. 

The reasons are obvious: 

1. The service station is usually lo- 
cated conveniently for the motorist. 
Near his home, his office, or his place 
of work, the service station is situ- 
ated favorably so that the motorist 
need not go out of his way to stop. 

2. It is a logical one-stop service, 
following the trails blazed by alert 
merchandisers in department stores, 
drug stores and grocery supermar- 
kets. People are conditioned, these 
days, to buying most of their special 
needs at one stopping place. 

3. Motorists who trade regularly 
with a particular service station in- 
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Art Sweet 


This gross profit 
dollar is based on 
what most dealers 
consider a  bal- 
anced selling job. 
The figures repre- 
sent the share of 
each dollar’s gross 
profit that a sta- 
tion doing a bal- 
ance selling job 
will gain from all 
products sold 


variably have confidence in the man- 
ager and his associates; he is in an 
admirable position to recommend 
products to them. 


4. The motorist has added confi- 
dence because nationally advertised 
TBA products are usually sold at 
service stations. 

5. A service station is open for 
business far more hours per day than 
automotive stores, and thus the mo- 
torist has more opportunity to shop. 
Too, adjustments on tires and bat- 
teries can be made easier, even on 
Sundays and holidays, when service 
stations are open for business and 
other places of business, usually, are 
not. 

Now, what items should a service 
station stock? 

It is a perennial problem which 
every station faces, and its very per- 
sistency is proof that it has never been 
solved completely. To this problem we 
have applied the test that all those 
items which are essential to a car’s 
safe and economical operation should 
be stocked. When service stations go 
beyond such products, it deprives gar- 
ages of their rightful business; too, 
it usurps labor time that ought to be 
focused on the primary business of a 
service station, that of selling gaso- 
line and motor oil. Most of all, the 
service station has a _ responsibility 
to the motorist to stock these items 
which he most frequently needs. 


Humble’s Recommendations 


To dealers in Humble products we 
recommend the following: 

Tires, tubes, batteries, battery 
cables, automotive lamps. 

Radiator hose, fan belts, spark 
plugs, oil filters and elements. 

Brake fluid, rubber lubricant, door 
ease, fuses, windshield wiper blades, 
windshield wiper arms, valve caps, 
valve insides. 

Specialties: Insecticides, auto pol- 
ish, auto wax, stop leak, rust pre- 
ventive, radiator cleaner, upper cylin- 
der lubricant, lighter fluid, household 
lubricant, antifreeze— (not included in 
dollar chart). 

Of course, selling TBA is not so 
simple as it may, at first flush, seem 
to be. There are problems which we, 
as a marketer, and which our dealers, 
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That’s why T. B. A. merchandisers push 
Purolator for easy 2-WAY profits! 


Do you realize that oil filters are the largest sales repeaters 
in your T.B.A. line? And have you stopped to think that an 
oil change should be recommended every time one of your 
dealers sells a refill? 


It’s a natural setup for 2-way profits with just a little effort 


on your part. Push oil filters . . 


. and push the best—that’s 


Purolator of course—for these five big reasons: 


1. Coast-to-Coast Advertising that 
educates car owners to the urgent 
need for an oil filter—and sells 
Purolator as the best on the market. 
2. Quarterly Promotion Package of 
sales helps to keep filter profits 
rolling in the year ’round. There’s 
a special promotion for Fall, Win- 
ter, Spring and Summer. 

3. Best by Test. In competitive 
tests against comparable size filters, 
the Purolator Micronic removed 


Purolator Products, Inc. 
Newark 2, New Jersey and 
Windsor, Ontario, Canada 


1949 


an average of 290% more abrasives 
from the oil stream. 


4. National Acceptance shown by 
the fact that practically all the 
major oil companies have chosen 
Purolator as their standard T.B.A. 
oil filter. 


5. Cooperative Sales Force that 
works for you. The personnel on 
this sales force is specially trained 
to work exclusively with oil com- 
panies and oil jobbers. 


f 
PUROLATOR 





Get your share of these 2-way profits! 
Contact your Purolator representative 
now and get rolling with Purolator’s 
Four Quarter Plan that brings you more 
- more oil sales, too! 


filter sales . . 


















MICRONIC OIL FILTER 
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The Perfect 
SEALANT! 





Available 
complete 


RECTORSEAL #2 


BECAUSE— 


¢ it is thin in the can for easy ap- 
plication and economy 

e it is thick in the joint for maxi- 
mum sealing 

e it never dries out—never sets brittle 
or hard 

® retains its sealing qualities for the 
the life of the connection 


Use Rectorseol #2 wherever there is 
possibility of leaks on piping installa- 
tions or repairs. It'll prevent leaks— 


save gasoline waste. It’s impervious to 
gasoline (regular or aviation) 


Created for the Oil Industry . . . 
Proved in the Oil Industry. 


Specify, Rectorseal #2 on all piping con- 
nections. Or write 


RECTORSEAL, Dept. J 
2215 Commerce St. 
Houston 2, Texas 


RECTORSEAL # 2 


MAKING THE OIL INDUSTRY SAFER 


“PHILLIPS” 


Your ‘‘Buy Word” 


for DEPENDABILITY 





Since 1919 the PHILLIPS Trade 
Mark on Hand Operated Service 
Station Dispensing Equipment 
has been a hallmark of quality 
and dependability—a reputation 
constantly maintained through 
the years. 

Write Today 

For Catalog 
showing the complete 
line of PHILLIPS Hand 
Operated Pumps, Tank 
Units, Grease Dispen- 
sers and other Service 
Station Equipment. 


. ia 


>, 


PHILLIPS PUMP & TANK CO. 


5060 Brotherton Road 
Cincinnati 9, Ohio 
West Coast Office: 


2449 Hunter St. 
Los Angeles 21, California 














| 
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as retail merchants, face. Problems, of 
training, of getting full and complete 
knowledge of the products to the last 
man on the driveway, are quite natur- 
ally difficult. Passing along selling tips 
to salesmen is another hurdle. Selling 
TBA requires a more intelligent and 
aggressive type of salesmanship, if 
for no other reason than the fact 
that competition is bitter and cus- 
tomers want the most for the money 
they spend; not an uncommon char- 
acteristic. Motorists don’t BUY tires, 


batteries, and accessories, they are 
SOLD. 

The dealer who makes the most 
money from TBA sales is the man 
who is a combination of salesman- 


merchant. 


The TBA Market 


Undergirding our approach to TBA 
problems is this sort of reasoning: 
If we can sell to our customers all of 
their TBA needs, our sales will be in 
a healthy condition. So our potential 
market is no illusory, vague set of 
figures. It is real, for that market 
crosses our driveways every day in 
the year, and that is the market we 
want to ensnare. 

On page 28 is a dollar chart, il- 
lustrating what most retail outlets 
consider to be a reasonable gross 
profit share of each dolar spent that 
ought to be allocated to each phase of 
their bsiness, provided a _ balanced 
selling job is being done. Those deal- 
ers who have, by planning and de- 
termination, built themselves a prof- 
itable TBA business are pretty much 
agreed that these figures are fairly 
accurate. 


How to Sell These Customers 


Now, with the solid framework of 
a potential market nailed down, how 
do you go about inducing those po- 
tential customers to buy? There are 
no spectacular short-cuts, no _ sales- 
magic that anybody has yet conjured 
up, but only hard-headed salesmanship 
and careful training. On those latter 
two priceless ingredients, we have 
fashioned a plan. 

When we launched a 
making Atlas TBA products avail- 
able to all dealers in Humble prod- 
ucts, we were thrust squarely against 
the lack of knowledge on the part 
of most of our people about our prod- 
ucts, their use, their quality, how to 
sell them. To combat this we organ- 


program for 


ized a tri-pronged attack, consisting 
of clinics for our salesmen, sales 


training meetings for all service sta- 
tions, and literature describing Atlas 
products. 
Clinics 

At designated periods, we brought 
our salesmen into each of our four 
division headquarter points and with 
them held three-day clinics. With the 
aid of easel charts, sovnd strip films, 
and motion pictures, each TBA prod- 
uct was painstakingly examined for 


its quality story, tips on how to sell 
it, and the proper method of obtain- 
ing orders from individual service 
stations. Further, the salemen took 
instruction in the proper handling of 
service equipment, such as battery 
chargers, trickle chargers, and similar 
equipment. Questions that might con- 
ceivably be asked of them by dealers 
were carefully screened and every 
salesman had an opportunity to get 
full and complete answers. 


Sales Training Meetings 


Periodically, throughout the state, 
giant sales meetings were held which 
dealers and their salesmen were in- 
vited to attend. Following a dinner, 
the program was presented to them. 
Here the aid of our advertising and 
sales promotion division was enlisted; 
the program was invariably dramatic 
and usually was the vangrard of a 
promotional plan tied to the theme 
of that particular meeting. In the 
past two years we have had sales 
training meetings devoted to Atlas 
tires, Atlas batteries, Atlas accessor- 
ies, at which some 3,500 dealers and 
their salesmen were in attendance at 
each of the gatherings. 


Training Literature 


Numerous pamphlets and booklets 
outlining the complete story of Atlas 
products were made available to all 
retail outlets. Such booklets as “Sell- 
ing Tips For Atlas Accessories,” a 
TBA manual containing the complete 
catalogue of Atlas products, and 
many others were distributed to deal- 
ers and their salesmen. 


Promotional Program 


Keeping pace with the training 
program was a swiftly moving pro- 
motional program, geared to seasonal] 
buying habits, and publicity plans 
which, too, tied in with the train- 
ing and promotional pattern. Each 
promotion was approached as a 
“package-deal”’, that is, advertising, 
sales promotional efforts and follow- 
through by salesmen in the field were 
all wrapped together to give each 
promotion individuality and impact. 

For example, all these efforts were 
combined in an Atlas tire promotion 
in April of this year. A phalanx of 
advertising herded behind the promo- 


tion: 800 poster boards thro ghout 
the state featured Atlas tires, over 
Humble’s morning radio program, 


commercials hammered away at Atlas 


tires and the Atlas tire warranty. 
The theme of sidewalk “A” signs 


window displays and merchandise dis- 
plays at all stations was Atlas tires 


and direct mail pieces to Humble's 
credit card customers carried the 
same theme. Important in the pro- 


gram was a training meeting held in 
27 Texas cities at which was intro- 
duced the core of the promotion, the 
Humble Atlas Safety Print, a unique 
dramatic method of “fingerprinting” 
tires by means of specially prepared 
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paper. This served as a useful selling 
tool in the hands of station salesmen 
to point out tire wear or mechanical 
deficiencies. More than 3,500 service 
station managers and their salesmen 
attended the meetings. 

Our field forces were alerted to the 
promotion. In the midst of the meet- 
ings, salesmen were visiting dealers 
and taking orders for TBA as a part 
of the STOCK MORE-SELL MORE 
plan, which was a vital supplement 
of the over-all promotion. This plan 
gave the dealers marked advantages 
in ordering TBA at that time, 

This meeting and its accompanying 
advertising and sales promotion ef- 
forts is typical of the approach Hum- 
ble employs in focusing on TBA 
selling. 

Only Half the Job 


But, all the massive and planned 
activity on the part of a marketer 
is only one-half of the job. The other 
half must be achieved by the dealer 
himself. For his driveway becomes 
the most important area of selling; 
the dealer and his salesmen, who 
are the contact between the product 
and the ovstomer, close the deal. 
Many dealers in Humble petroleum 
products have already convinced 
themselves that in a buyer’s market 
(which some economists and sales- 
men insist has been with us for some 
time) a balanced TBA selling pro- 
gram will be the difference between 
mediocre profits and healthy profits 

. or breaking even and any profit 
at all. These dealers are now eager- 
ly employing all the selling aids 
which Humble provides them, enthusi- 
astically commending Humble’s ad- 
vertising and at the same time urg- 
ing their own men to greater selling 
heights through on-the-driveway 
training and incentive plans. 


TBA Briefs 


To enable Tydo] dealers to carry a 
balanced stock of tires and tubes, 
Tide Water Associated Oil Co. is of- 
fering its dealers a deferred payment 
plan which will give them up to three 
months to pay for their stock replace- 
ments. All types of passenger car, 
bus and truck tires and tubes are in- 
cluded in the plan. Dealers receive 
full protection in the event of price 
increases or decreases. One third of 
the cost of the dealer’s order must 
be paid each month following the 
sale, and a 2% discount is allowed 
on payments if made on or before the 
due date. 


. 


Locke Rogers of the Socony-Vacu- 
um Oil Co., Inc., Chicago, is among 
the group of TBA specialists who at- 
tended the Midwest TBA Conference 
in St. Louis, Sept. 12-13. In a group 
photograph of the meeting which ap- 
peared on the front cover of Na- 
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TIONAL PETROLEUM NEws for Sept. 
21, Mr. Rogers was incorrectly de- 
signated as being with Pure Oil Co. 
The error arises partly from con- 
fusing Mr. Rogers with his father, 
W. W. Rogers, who is assistant gen- 
eral credit manager of Pure Oil Co., 
Chicago. 
* + * 

As a promotion stunt, A. C. Spark 
Plug Division of General Motors has 
sent to each man on the sales force 
a ring, put up in a typical gold and 
purple plush lined jeweler’s box. The 
setting of the ring is made of Coralox, 


DOME TOP 
UTILITY CAN 
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the new material out of which A. C. 
spark plug insulators are now made. 

Coralox is said to be a synthetic, 
non-ceramic product, “next to a 
diamond in hardness” and to de- 
monstrate its qualities salesmen are 
being told to use the ring setting to 
scratch the letters ““A-C” in the side 
of an ordinary jelly glass. The com- 
pany is putting out at the same time 
a brief booklet under the title, “How 
Your Customers Can Get the Most Out 
of Spark Plugs,’ which contains a 


simple explanation of what makes a 
good spark plug. 





A safe, sturdy shipping container for your product and useful in many ways after 
it is emptied. Yes, it's a real premium that goes with every sale and carries your 
label to keep your name and product before the user. Has a score of uses for the 


consumer. 


Built for a long useful life, the Dome Top Utility Can has big, sturdy reinforcing ribs 


on top... 


strong body beading to ward off bumps and blows. 


A Short spout makes pouring easy, saves carton, shipping and storage space . 


Firmly riveted bail has plenty of knuckle clearance . 
pouring and convenient off-center filler opening 


screening, labels or lithograph design. 


Made in 5 gal. and 40 Ib. sizes. 26 and 28 gauge steel. 


colors. Write today for more details. 


. . Double spout for controlled 
. Large, flat surface for silk 


Lithographed or solid 


OTHER G. P. & F. CONTAINERS 


The famous E.-Z- 
Fill Grease Gun 
Loader Container 
Fast, Clean, Eco- 
nemical 






G. P. & F POURING 
DRUMS AND PAILS 
WW to 6Y2 gals. 22 
to 29 gauge steel 








GEUDER, PAESCHKE & FREY CO. 


STEEL Coutarsens 


425 NORTH 15TH STREET + MILWAUKEE 3 





WISCONSIN 
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1000-MILE OIL CHANGE 





Public Being Told of Benefits, Savings 


To Be Gained from Regular Drain Periods 


By HOLGER RIDDER 
NPN Staff Writer 


The program of educating the mo- 
toring public on the advantages of 
1,000-mile oil change—though not an 
integral part of the over-all winter 
changeover campaign (see NPN Sept. 
14, p. 32)—-will be given a “shot in 
the arm” by many oil marketers dur- 
ing the winter changeover period. 

Other marketers say their 1,000- 
mile oil change program is a year- 
around effort and does not call for 
any intensified activity during the 
changeover campaign. 

One marketer, who said 1,000-mile 
changes will not be pushed during 
the winter changeover period, gave 
this reason: 

“We have a difficult time getting 
many of our service station operators 
back of the 1,000-mile change cam- 
paign. If we add that as another 
winter changeover feature, I’m afraid 
we'd handicap that campaign.” 

Another marketer has the opposite 
view. He declared that winter and 


spring changeover times give the 
station operator the best opportunity 
for educating the motorist on oil 
changes. That’s when the driver is 
thinking about motor oil and also 
that’s when most drivers seem more 
inclined to talk about getting or 
keeping their car in top condition 
for the coming season’s driving. 

“It’s a natural to work in as part 
of any changeover campaign,” he de- 
clared. 

But, while there may be divergent 
opinions on the best method to use 
to put across the 1,000-mile change 
program, indications are that the in- 
dustry as a whole is extending more 
effort now than ever before to edu- 
cate the car owner on frequent crank- 
case drains. 


Public Will Be Told 


There is evident general agreement 
among marketers on one point—the 
public is going to be told about oil 
and how it can provide good insur- 
ance of economical and reliable car 
performance. 





Picture in Cities Service book shows how dealers can use demonstrations effective- 
ly. A service station man uses a quick oil changer to show a motorist how dirty the 
oil in his motor is. Some dealers have found it effective to show the car owner a 
sample of dirty oil from the crankcase and then offer to put it back in the car. In- 
variably, the car owner balks at this and demands a complete oil change 
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Brochures prepared by API and ar- 
ticles on 1,000-mile oil change ap- 
pearing in NPN have been and still 
are being distributed among service 
station salesmen, station operators 
and customers. 

Generally, the oil change campaign 
uses one of three, or a combination 
of two, or all three, of these ap- 
proaches: 

1—Distribution of literature, 
with illustrations, which tell the 
motorist about motor oil and his 
car engine. 

2—Increased use of quick oil 
changers and/or window displays 
which point up what happens to 
motor oil after many miles of 
use. Many lube men feel that 
quick oil changers will reduce 
the time needed for oil change 
and this added convenience will 
provide an added incentive for 

the motorist to adopt the 1,000- 

mile oil change. 

3—Educating the service sta- 
tion personnel in sales psychol- 
ogy as applied to oil change, em- 
ploying demonstrations which will 
give the operator fundamental 
data which he can use in selling 

a customer. 

One company already has prepared 
sales material for use in preparing 
the station operator to educate his 
customer. Cities Service Oil has 
made up a motor oil sales book as 
part of its service dealer information 
series. Depending almost entirely 
on a visual approach, the book is 
made up of a series of self-explana- 
tory illustrations (see photo at left). 

This is a part of Cities Service 
year-around program to push 1,000- 
mile oil change. — 

Here are examples of what some 
other oil marketers are doing to pro- 
mote 1,000-mile change, either as a 
year-around effort alone, or as a 12- 
month campaign for an indefinite pe- 
riod with special emphasis made 
during winter and spring change- 
over campaigns. 


Esso Standard 


Esso Standard has released to 
lealers a poster entitled, ‘“‘Why 
Change Oil?” In releasing the post- 
er (p. 34) to dealers, Esso strives to 
impress on them the desirability of 
getting the story across to the pub- 
lic. Even greater emphasis will be 
placed on this point during the win- 
ter changeover campaign. 

The poster appears in many sta- 
tions in either the window or at an 
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*IN NORMAL CAR USE 


successful LL ZA fogium 


Prrro.euM marketers everywhere who sell Prest-O-Lite tell us 


N 


that the new Hi-Level Battery has helped them boost volume on 
their entire T.B.A. program. This outstanding product and the 
program back of it can win friends and build traffic for you. 


We invite you to investigate this remarkable profit opportunity. 


thea. 


Sales Manager 


PREST-O-LITE BATTERY COMPANY, INC. © TOLEDO 1, OHIO 


October 5, 1949 33 














1,000-Mile Oil Change 





appropriate point in the lubritorium. 

The sketches dramatize each con- 
taminant in such a way as to read- 
ily create a vivid picture in the mind 
of the car owner of conditions inside 
a motor. 

The company feels that if a mo- 
torist can be convinced that, while 
oil does not wear out it does get 
dirty, the problem of extended oil- 
drain periods will be minimized. 


Sinclair Refining Co. 

Company will stress the need for 
1,000-mile oil change on the basis of 
greater demands placed on motor oil 
by stop-and-go winter driving. 

Gulf Oil Co. 

Though no special material has 
been designed to push 1,000-mile oil 
change during the winter changeover 
campaign, the company’s marketing 





WHY CHANGE OIL? 


men say that crankcase drain pro- 
gram is brought into the picture. 
During winter changeover, Gulf deal- 
ers are urged to make full use of the 
Gulflex follow-up system on regular 
oil change and chassis lubrication. 


Theory here is that if, at change- 
over time, a Gulf dealer makes a 
special effort to install or broaden 
the scope of the follow-up system, 
then the oil change program will be 
pushed throughout the year. 


Shell Oil 

Company’s 1,000-mile oil change 
program is best explained in the 
July-August issue of Shell Progress, 
house organ for Shell marketers. 

Under the title, “Get Him in on 
Time!”” John Earl Davis points out 
that ‘“thousand-mile Shellubrication 


cour of takes a heating. The weur 
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THAT'S WHY IT DOESN'T PAY TO WAIT 





..» CHANGE OIL REGULARLY FOR SAFETY 
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This poster is being displayed by Esso dealers to promote 1,000-mile oil change. 
Sketches and captions tell a good story of why oil should be changed frequently 
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protects customers, builds motor oil 
business.” Theme of entire program 
is “Discovery Before Failure.” 

The article points that the secret 
of cultivating a regular service sta- 
tion customer lies in one word: habit 
The article goes on to say: 

“Habits are fine things. They 
save time, money and even lives, 
When the driver sees a red light, he 
doesn’t take time for a chain of rea- 
soning: “That’s a red light; red light 
means danger; I'd better stop; that 
means putting my foot on the brake 
and pressing down.’ He learned all 
that long ago. Now habit takes over; 
his foot moves automotically to the 
brake pedal, and that’s that. 


“Any motorist can understand the 
usefulness of that kind of habit. What 
many of them don’t realize is that 
regular car maintenance habits can 
save them money, time and possibly 
their cars and their lives. 


Regarding the high cost of motor 
failures and breakdown on the road, 
Shell declares, ‘millions of these 
breakdowns could have been prevent- 
ed easily, by discovery before failure. 
In every such case the discovery 
could have been made by a Shell 
dealer in the course of a regular 
Shellubrication job.”’ The article goes 
on to say: 

“But note that word = regular. 
There’s the catch. You can’t pre- 
vent a breakdown after it has hap- 
pened. Any piece of machinery re- 
quires maintenance at regular inter- 
vals. The thousand dollars or more 
that a man pays for a car does not 
buy him freedom from that need for 
maintenance... 


“Get your customer to form the 
habit of coming to your lube room 
on the click of the speedometer. Base 
your selling on the slogan, ‘For safe- 
ty sake-—Shellubricate every 1,000 
miles’.”’ 

The article then says that if the 
lubrication and oil change habit is 
sold, the dealer has gained a regu- 
lar customer. “In pretty nearly 
every case, he'll buy his gasoline 
where he has his lubrication work 
done. 

“Second, there’s the price of the 
Shellubrication job itself—not just 
for once, but at regular intervals 
the ‘year around. You can count on 
it. Third: routine checks during 
Shellubrication will turn up points 
where failure could occur; points at 
which you can sell merchandise and 
additional services. 

“Fourth: you should sell a com- 
plete change of motor oil with every 
Shellubrication job, if the car has 
gone 1,000 or more miles since its 
latest crankcase drain. 

“Lubrication and motor oil change 
belong together like pancakes and 
maple syrup.” 

Shell tells its dealers that the best 
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Whats a gallon 
of ( sasoline 


It weighs just over 6 pounds. 


It will carry the average Car and 4 


passengers 15 miles. 


In many cases it travels a thousand 
miles to reach the service station where 
you buy it. 


Thousands of specially skilled individ- 
uals have a hand in refining it and bring- 
ing it to you. 


You buy it at a convenient place where 
there’s a clean rest room and a courteous 
attendant to wipe your windshield. 


What's a gallon of gasoline worth ? 


Well, that’s decided by thousands of 
buyers of gasoline just like yourself who 
will pay just what they have to and not 
a penny more. Prices are established in 
the open market place and depend 


--- THE 
JOBBER 
BRAND 
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exactly on how many people want to buy 
in terms of the quantity the competing 
oil companies are able to supply. Regard- 
less of worth, the price of gasoline is 
arrived at by the driving public. If it’s 
Fleet-Wing Gasoline, the price is 19c 
plus 5c in State and Federal taxes. 


Yes, gasoline in Ohio is one of the 
world’s great bargains. It could happen 
only in America where free capital oper- 
ating in a free market competes to get 
your business. 


The “freedoms” like this have helped 
America grow and prosper. Our future 
depends upon keeping them. It’s worth 
thinking about, isn’t it, next time you 
say, “Fill ‘er up”? 

* a * 


Fleet-Wing publishes this advertisement to provoke public 
and private thought about American ideals and ways 


FLEET-WING CORPORATION 


1438 MIDLAND BUILDING «+ CLEVELAND, OHIO 
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way of developing “habit” customers 
is to gain their confidence. One of 
the best ways to do this is to re- 
member the services the customer 
can see and appreciate—cleaning the 
windshield and the windows on both 
sides; cleaning the ash trays; sweep- 
ing or vacuuming the car floor; wip- 
ing off head and tail light lenses. 
When a customer sees that you’ve 
done these things, he’ll have more 
confidence in your work on the things 
he can’t see, the Shell article states. 


Marquette Petroleum Products, Inc. 


The August issue of Marquette’s 
monthly bulletin, As I View the 
Situation, carries this message: 

“Few car owners buy only an oil 
change. With it, they also buy a 
chassis lubrication job. What's more, 
they place their car in your hands, 
give you a chance to inspect its con- 
dition and suggest needed services 
and materials. In the light of the 
importance of oil-change business, we 
strongly recommend a campaign to 
get more of it.’ 

teprinted is a copy of a letter 
which company offers its distributors, 
to be printed on individual letter- 
heads. Letter is as follows: 

“What has scrub water to do with 
your automobile ? 


These three batteries each of eight storage tanks, 
capacity 20,728 gals., size 10’ 6” diameter, 32’ high, 
for the Standard Oil Co., Birmingham, Ala., typify 
the strong, smooth, trouble-free type of tank fur- 
nished to every major oil company. Our record of 


“How far would a housewife get 
who tried to scrub her floors with 
water that contained a pound of 
black, dirty goo? 


““Not very far,’ you say. ‘But 
what has that to do with my car?’ 


“Just this. Actual tests prove 
that when a car owner delays chang- 
ing crankcase oil too long, it becomes 
contaminated with a pound or more 
or gooey and slimy matter—the re- 
sults of combustion, dirt, dust and 
oxidation. This material gets into 
the moving parts, interferes with 
lubrication, cuts down mileage and 
invariably leads to a big repair job. 


“Always remember, when thinking 
about oil changes, that the motor oil 
has a threefold job to do: It is a 
cleansing agent, a coolant and a 
lubricant. When you keep this in 
mind, you realize how important it 
is to drain out the old and put in 
new oil at regular intervals. Re- 
member too, that the damage of 
dirty, worn-out oil doesn’t show up 
suddenly. Sometimes it’s a slow proc- 
ess but always the results are the 
same—-damage that costs 10 to 20 
times more than the oil which would 
have prevented it. 


“Wouldn’t tomorrow be a good day 
to change the oil in your car?” 


many years is your assurance that we will fill your 
tank requirements efficiently, promptly, satisfac- 


torily. Write for quotations. 


BULK AND FIELD STORAGE TANKS -« 
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Lube Guide Publishers 
To Honor Auto Industry 


NPN News Bureau 

CHICAGO—A buffet dinner honor- 
ing the automotive industry will be 
held at the Hotel Statler in Detroit 
from 5 to 8 p. m. Oct. 20, Host will 
be the Chek-Chart Corp. of Chicago, 
publishers of lubrication guides. 

Ray Shaw, president of Chek-Chart, 
said the party will provide an op- 
portunity for top men in the automo- 
tive sales and service field to meet 
informally with marketing leaders in 
the oil industry. 

The guest list will include execu- 
tives and sales, engineering, service 
and public relations personnel of the 
automobile, truck, bus and coach, 
tractor, farm implement and avia- 
tion companies and members of the 
API General Marketing Division; API 
Lubrication Committee and the Oil 
Industry Information Committee. 

The party will climax Chek-Chart’s 
20th anniversary celebration. 


Refiners Seek Members 
HOUSTON—Gulf Coast tefiners 
Assn. voted Sept. 27 to expand th 
organization to include as associat« 
members, refiners from any part of 
the country who express an interest 
in association’s aims and objectives 





BIRMINGHAM TANK CO. 


Pittsburgh, Chicago, 
New York and New Orleans 


THREE PLANTS 
Birmingham and North Birmingham, 
Ala., and Pascagoula, Miss. 


HEAVY PLATE WORK OF EVERY DESCRIPTION 
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Distillate, Heavy Fuel Prices Point Upward in Midwest, 
Mid-Continent; Natural Gasoline Sells 0.125c Higher 


The wave of increases in distillate and heavy fuel 
prices that hit the East Coast in early September 
spread in the last week of the month to the Midwest 
and Mid-Continent. In these areas, the price trend 
for all products except refined gasoline pointed up- 
ward. 


Prices for Grade 26-70 natural gasoline continued 
upward on reports of the second advance in two weeks 
in sellers’ prices, FOB Group 3 and Breckenridge, 
Tex. Group 3 sales were reported at 5.875c and 
Breckenridge at 5.375c, each up 0.125c. 


While no general changes in crude oil prices were 
reported, demand for crudes in California and east- 
of-the-Rockies areas differed sharply. On the West 
Coast, talk was increasing of an impending general 
cut of about 50c per bbl. In the Mid-Continent, gaso- 
line and distillate bearing crudes continued to increase 
in demand. Rumors of an imminent crude cut in Cali- 
fornia stemmed from reports that many low gravity 
oils were selling at prices substantially below posted 
levels. There already have been four reductions in 
California crude oil postings this year, the most re- 
cent having been made early in September. 


Principal developments in prices for refined prod- 
ucts were as follows: 


Midwestern prices for kerosine and range oil ad- 
vanced two times, 0.25c early in the week and 0.125c 
two days later. No. 6 fuel prices were up 15c per 
bbl. on the low, Group 3 basis, to $0.90. 


Prices for Diesel oil and No. 1 fuel advanced 0.25c 
on the low in Oklahoma to 7.5c for each product. 
Prices for Diesel oil, No. 1 fuel, No. 2 and No. 6 were 


reported higher in Kansas by amounts ranging from 
0.1¢ per gal. to 5c per bbl. 

At the Gulf, cargo prices for 79 Research regular- 
grade gasoline were off 0.25c on feports of material 
offered at 9.75c per gal. 

Advances ranging from 0.5 to 1c per gal. in their 
prices for neutral oils were reported by several West- 
ern Penna. refiners. 

Trading was slow in all marketing areas. There 
was no substantial buying reported in the Gulf cargo 
market. Along the East Coast, spot gasoline demand 
was negligible and distillate sales, after a burst of 
activity in early fall, slowed almost to a standstill. 
One eastern major reported that current heating oil 
sales were “duller than July.” When midwestern 
tank car marketers reported distillate or heavy fuel 
transactions, they generally mentioned one- or two- 
car lots only. 

The slow pace of trading gave rise to uncertainty 
in many quarters, particularly on the East Coast and 
the Gulf. Refiners generally said they were aware 
that “statistically” there eventually would be ample 
demand for their heating and burning oils, but cur- 
rent supplies were almost “running over.”’ 

The prospect of virtually unlimited supplies of 
heavy fuel pressing for sale from California to the 
East Coast came closer to an accomplished fact for 
New York Harbor marketers with rumors that a gen- 
eral cut in West Coast prices may be in the making. 
Already, about 5,000,000 bbls. of bunker “C” are 
scheduled for inter-coastal shipment, with additional 
quantities offered. The West Coast was reported los- 
ing a substantial part of its bunkering business to 
“sterling oil” as a result of devaluation. Slackened 
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RALSTON TRANSPORT CO. 





Petroleum Transporters, Contract Carriers Serving Refiners 
and Marketers in Ohio and West Virginia 





The only pipeline on wheels. 8,100 gals. capacity. 


Phone 3502 


Cambridge, Ohio 
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Summary of Daily Gasoline Prices (Sept. 27 through Oct. 3) 





Monday Friday Thursday Wednesday Tuesday = 
Motor Gasoline 82 Oct, R (Premium): Oct. 3 Sept. 30 Sept. 29 Sept. 28 Sept. 27 
Oklahoma (Group 3) ............- pe ‘ P cee 
Midwestern (Group 3 basis).......... ae ‘ es 7 ose 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) 11(2) 11(2) 11(2) 11(2) 11(2) 
11-11.75¢1 (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) (1)11-11.75(1) 


W.Tex. (For shpt. to Tex.&N.M. dest’ns) (1) 
ee, See SLD) cca co cnvesscae ~~ Ki : ve i tae z 
Cok. W. Tem. (TrUcK THSD.)..0 cece. (1)11.25-11.5(¢1) (1)11.25-11.5¢1) (1)11.25-11.5(1) (1)11.25-11.5¢1) (1)11.25-11.5(1) 

Motor Gasoline 86 Oct. R (Premium): 
Oklahoma (Group 3) 










jJsviveseaseccxes. CRE Reeeee? (1)10.75-11.625(1) (1)10.75-11.625(1) (1)10.75-11.625(1) (1)10.75-11.625(1) 
Midwestern (Group 3 basis) .. -.  €1)10.75-11.625(¢1) (1)10.75-11.625(1) (1)10.75-11.625(1) (1)10.75-11 625(1) (1)10.75-11.625(1) 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75(1) (1)11-12.75(1) (1)11-12 7o(1) 
W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)11-11.5(1) (1)11-11.5(1) (1)11-11.5(1) (1)11-11.5(1) (1)11-11.5(1) 
BD. Dem. CECE FMI) ne cnc wees (1)11-12.5(1) (1)11-12.5(1) (1)11-12.5(1) (1)11-12.5¢1) (1)11-12.5(¢1) 
Cent. W. Tex. (Truck Tnsp.) ........ (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5(1) (1)11.25-11.5¢1) (1)11.25-11.5(1) 
Motor Gasoline 76 Oct. R (Regular): 
Oklahoma (Group 3) ce receses 
Midwestern (Group 3 basis)...... us = i . me 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.25(1) (1)10-10.25(1) (1)10-10.25(1) (1)10-10.25(1) (1)10-10.25(1) 
W.Tex. (For shpt. to Tex.&N.M. dest’ns) ad “ome * ** 
a, Sa, CR SLD co vcccce a oe bmi : oe = ee : 
Cent. W. Tex. (Truck Tnsp.).. , (1)10.25-10.541) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) 
Motor Gasoline 80 Oct. R (Regular): Re 
Oklahoma (Group 3) ‘ ee (5)10-10.375(1) (5)10-10.375(1) (5)10-10.375(1) (5)10-10.375(1) (6)10-10.375(1) 
Midwestern (Group 3 basis)..... (5)10-10.375(1) (5)10-10.375(1) (5)10-10.375(1) (5)10-10.3751) (5)10-10.375(1 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)10-10.75(2) (1)10-10.75(2) (1)10-10.75(2) (1)10-10.75(2) (1)10-10.75(2) 
W.Tex. (For shpt. to Tex.&N.M. dest’ns) (1)10-10.75(1) (1)10-10.75(1) (1)10-10.75(1) (1)10-10.75(1) (1)10-10.75(1) 
E. Tex. (Truck Tnsp.) .. oa (1)10-1141) (1)10-11(1) (1)10-11(1) (1)10-11(1) (1)10-11(1) 
Cent. W. Tex. (Truck Tnsp.). (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) (1)10.25-10.5(1) 
Motor Gasoline 60 Oct. M & below: = 
Oklahoma (Group 3) Trrerere (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) 
Midwestern (Group 3 basis) taesee €2)8,875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) (2)8.875-9.75(1) 
N.Tex.(For shpt. to Tex.&N.M. dest’ns) (2)9.375-10.3(1) (2)9.375-10.3(1) (2)9.375-10.3(1) (2)9.375-10.3(1) (2)9 375-10.3(1) 
W.Tex.(For shpt. to Tex.&N.M. dest’ns) (1)9.375-10(2) (1)9.375-10(2) (1)9.375-10(2) (1)9.375-10¢2) (1)9.375-10(2) 
E. Tex. (Truck Tnsp.) . eae (1)9.25-10.5(1) (1)9.25-10.5(1) (1)9.25-10.5(1) (1)9.25-10.5(1) (1)9.25-10.5(1) 
Cent. W. Tex. (Truck Tnsp. ) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) (1)9.5-10.4(1) 
Motor Gasoline 86 Oct. R (Premium): 
New York harbor rv ceesecsccce (apEneeennute) (1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1) (1)12.6-14.2(1 
New York harbor, barges. . (2)12-13.75(1) (2)12-13.75(1) (2)12-13.75(1) (2)12-13 T5¢ 1) (2)12-13 7 1 ) 
Philadelphia Coe over cenreoocseoses (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13.7-13.75(2) (1)13 f-13 75(2) 
Philadelphia, barges ... ste cap - (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) (1)13.6-13.65(1) 
Baltimore ° ico ceueee.e . eeoes (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) (1)12.4-14.1(1) 
SS, DORMER occccessccacers - (1)12.3-13.65(1) (1)12.3-13.65(1 (1)12.3-13.65(1) (1)12.3-13.65(1) (1)12.3-13.65(1 
Motor Gasoline 90 Oct. R (Premium): 
we 2 Sere is “ 
New York harbor, barges eeu ee ae 13.75(1) d (1) 13.7511) 13.75(1) 
. ~3>  reine : (1)13.75-14.7(1) (1) -14.7(1 (1)13.75-14.7(1) (1)13.75-14.7(1) (1) 
Philadelphia, barges ; ' + wie.e ae 
Baltimore .......... (1)13.75-14.1(1) (1)13.75-14.1(1 (1)13.75-14.1(1) (1)13.75-14.1(1) (1)13.75-14.1(1) 
Baltimore, barges , oceees vee - : s ‘* 
Motor Gasoline 79 Oct. R (Regular): 
New York harbor .. 
New York harbor, barges 
Philadelphia ....... 
Philadelphia, barges 
PEED 4 <cccccseces 
Baltimore, barges blokes ac 
Motor Gasoline 83 Oct. R (Regular): 
New York harbor (2)11,6-12.9(1) (2)11.6-12.9(1) (2)11.6-12.9(1) (2)11.6-12.9(1) (2)11.6-12.9(1) 
New York harbor, barges (2)11-12(2) (2)11-12(2) (2)11-12(2) (2)11-12(2) (2)11-12(2) 
Philadelphia (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) (2)12.5-13.2(2) 
Philadelphia, barges (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) (1)12.4-12.6(1) 
Baltimore (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.6(3) (1)11.4-12.6(3) 
Baltimore, barges (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) (1)11.3-12.4(1) 
Moter Gasoline: 
Western Penna., Bradford-Warren: 
78-80 Oct. M (Prem) . a 13.25(1) 13.25(1) 13.25(1) 13.25(1) 13.25(1) 
74-76 Oct. M (Regular) 12(2) 12(2) 12(2) 12(2) 12(2) 
Western Penna., Other Districts: 
78-80 Oct. M (Prem) wee (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) (1)12.75-13.8(1) 
74-76 Oct. M (Regular) (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) (3)11.75-12.8(1) 
Note: Research octane ratings, indicated by the letter ‘‘R’’, are minimum ratings Motor method octane ratings, where used, are indicated by 
he letter M”’ j 





heavy fuel demand was causing West Coast sellers to ATLANTIC COAST 


look farther afield for outlets. ‘ e.e 
Fuel Trading Slow Awaiting Cold Weather 


Eastern Seaboard suppliers the past week generally 
reported they were waiting for cold weather with rela- 
tively large supplies on hand of distillates and heavy 

Contrary to the Gulf, prices for distillates and rae wud mes gues oe aecaniingys or. 
residual fuels at New York Harbor were reported by oe prodpeeen oe pena porgyr weenie — 

pending an upturn in consumption of distillate and resi- 
duals, most suppliers said. One major reported his whole- 
sale and retail sales of heating oils were “duller than 


Competition from West Coast refiners appeared to 
have no effect on the Gulf market, where kerosine. 
No. 2 and bunker ‘‘C” fuels were reported closely held. 


suppliers as “relatively soft.”” Recent advances in 
harbor prices for these products have failed to wipe 


out some continued selling, mostly to out-of-town July.” 
buyers, at the previous levels, one major supplier said. Meanwhile, suppliers were trying to utilize their fuel 


oil storage to capacity in preparation for winter when de- 
mand will run ahead of their incoming tanker schedules. 
ing for cold weather.” A sharp and protracted drop This near-capacity use of storage in some areas, notably 
in temperature would make today’s fuel oil storage the New York Harbor district, was reflected in occasional 
problem of some refiners seem light. “distress” lots of Nos. 2 and 6 oils at “discounts” by some 


Most marketers said the industry was merely ‘“‘wait- 
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terminal operators in order to avoid congestion of sup- 
plies. . 

Although current stocks of heavy fuels appeared bur- 
densome, several major suppliers were reported oversold 
on No. 6 fuel oil over the coming months. One major 
said that a similar situation could apply for No. 2 fuel: 
Today’s stocks are high and slow moving; but the ad- 
vent of cold weather will open up a vastly expanded de- 
mand created by new burner installations. 

In the meantime, however, the prospect of anticipated 
demand failed to quell some apprehension among eastern 
suppliers. Many suppliers already have built substantial 
inventories of distillates; they now want to start moving 
them, but realize that the public generally is not dis- 
posed to order until the weather makes it necessary. 

There were only minor price developments along the 
Seaboard. At Portland, one supplier advanced his prices 
for heating oils 0.1¢c to 9.3c for kerosine and 8.9c for No. 
2 fuel. Other Portland suppliers reported kerosine and 
No. 2 prices ranging from 9.2 to 9.3c, and~8.8 to 8.9c, 
respectively. 

At New York Harbor, out-of-town barge buyers were 
reported unwilling to budge above 7.9c in their bids for 
No. 2 lots. Harbor suppliers reported No. 2 barge prices 
ranging from 8.3 to 8.5c per gal. 


GULF COAST 
Second Grade Gasoline Prices Ease 


Demand for products assumed seasonal patterns at 
the Gulf the past week. Gasoline was freely offered, 
but there were few requirements for the product. On 
the other hand, cargo lots of kerosine, No. 2 fuel and 
bunker “C” for the most part were closely held. 

The outstanding price development in the cargo mar- 
ket was a decline of 0.25c per gal. in prices for 79 oct. 
Research regular-grade gasoline on reports of material 
offered at 9.75c. Prices for kerosine were up 0.125c; all 
other prices were reported unchanged. 

Gasoline was abundantly offered, most sources said. 
Cargo quantities of 79 Research were reported available 
at 9.75c, and one prompt T2 lot containing 2.85 c.c.’s 
of lead was said to be available from a non-refining 
source at 9.25c. 

A large Midwest distributor reported he was offered 
38,000-bbl. quantity of regular-grade gasoline, 81 Re- 
search, by an Independent refiner at 9.75c. 

One major supplier said he was offered “several car- 
goes” of 83 Research gasoline at 10c. 

Gasoline T2 cargo sales were made at 10c and 10.125c 
for 84 Research, according to reports. 

At the same time that gasoline was looking for buy- 
‘rs, potential purchasers said they were searching foy 
heating and burning oils, particularly bunker “C” fuel. 
One major supplier said he had been unable to locate 
an offering of bunker “C”’ fuel at $1.50 per bbl., adding 
that he found most material at that price was held for 
old-time accounts. Cargo prices reported for bunker “C” 
fuel ranged from $1.50 to $1.75 per bbl. 

Cargo prices for kerosine were up 0.125c on the low 
to 7.5¢e. Although few suppliers were making kerosine in 
quantities sufficient to offer sizeable lots, there continued 
to be a lack of active demand for spot quantities. 

Inquiry from the Midwest has tended to revive recent- 
ly, according to several suppliers’ reports. One Inde- 
pendent supplier reported he had received calls for heat- 
ing oils totaling 150,000 bbls. from buyers on the Missis- 
sippi River. 
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NPN Gasoline Index 


Cents Per Gal. 


Dealer T.W. Tank Car 

Oct 3 ase o 6 15.14 11.19 
Month Ago 15.17 11.19 
Year Ago on 14.59 11.24 

Dealer index is an average of ‘‘undivided dealer prices 
ex tax, in 50 cities 

Tank car index is weighted average of following wholesale 
markets for regular-grade gasoline FOB _refinerie« ‘ 
terminals Okla Midwestern w Penna Calif N Y 
Harbor, Philadelphia, Jacksonville, Bostor nd Gulf Coast 











MIDWESTERN (Chicago-E. St. Louis Area) 
Light and Heavy Fuel Prices Rise 


Midwest refiners reported price increases the last week 
in September which advanced the range lows for all light 
fuels in amounts ranging from 0.1c to 0.375c per gal., and 
No. 6 by 15c per bbl. These price increases also were 
reflected in offerings of tank car marketers who reported 
in some instances that certain products were difficult to 
find “even at the higher price levels.” 

Chicago tank car marketers said gasoline demand was 
in a normal seasonal decline and that more suppliers were 
offering product. No trading was disclosed, however. 

Prices for 42-44 kerosine made the biggest gain with 
an advance of 0.375c on the low to 7.75c, Group 3. Some 
refiners reported prices ranging up to 8.5c for this grade. 
Prices for 41-43 kerosine were up 0.25c on the low and 
ranged from 7.625 to 8.5c. 

Other products that advanced 0.25c on the lows were 
range oil with prices ranging from 7.5 to 7.6c, Diesel fuel 
(58 d. i.) ranging from 7.5 to 8c, and No. 1 fuel ranging 
from 7.5 to 7.875c. No. 2 fuel was up 0.1c on the low and 
ranged from 6.6 to 7c. 

Reports of sales in all light fuels generally were lack- 
ing, although a tank car marketer reported selling two 
cars of range oil at 7.5c and then raised his price to 
7.625c, Group 3, late in the week. 

Prices for No. 6 fuel narrowed sharply with quotations 
reported from $0.90 to 0.95 per bbl., Group 3, when two 
refiners reported advances of 5c and 15c per bbl. While 
several sources said low-sulfur No. 6 fuel was not plenti- 
ful in the open market and prices were “firm,” one large 
refiner continued to offer No. 6 fuel at $0.75 per bbl., 
Group 3, to tank car marketers for resale. Purchase for 
resale of 5,000 bbls. of No, 6 fuel at $0.75 per bbl., Group 


> 


3, Was reported by a marketer. 
CENTRAL MICHIGAN 
Light Fuels Edge Toward Range Highs 


Light fuel prices were slanted toward the range highs 
in the last week of September as two refiners reported 
price advances of 0.25c for distillates. 

Reports on gasoline differed widely at various refin- 
eries. Some refiners said that while storage had created 
no problems, demand had slackened and inventories were 
rising slowly. On the other hand, two refiners said sup- 
plies were low, and one added that his stocks were at a 
“two-year low.” 

Gasoline sales in transport loads at 12.5c for 80 Re- 
search regular-grade and at 13.5c for 86 Research prem- 
ium were reported by a resale agent. Central Michigan 
refiners reported prices for these two grades ranging 
from 12 to 13.25c, and 13.5 to 14.25c, respectively, FOB 
their plants. 

Trade sources said virtually no light fuels had been 
offered in open market during the week, and refiners re- 
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ported declining inventories. One refiner said he was 
almost out of kerosine and range oil and his tanks for 
Nos. 3 and 6 fuels were only half full, Several trade 
sources repeated during the week that they were “more 
firmly convinced” light fuels would be tight in the Cen- 
tral Michigan area this coming winter. Heavy fuels 
also will be tight, they added, providing the steel strike 
is of short duration. 





UGI gas oil remained as one of the “tightest” prod- 
ucts and sevéral refiners reported only “insignificant” in- 
ventories, although one said he was offering a “few” cars. 
Prices for UGI were up 0.1c on the range high at 8.6c, re- 
fineries, following advances reported by two refiners. 
Other prices ranged upward from 7.75c, FOB refineries. 


MID-CONTINENT 
Trading Slack in Fuel Oils, Prices Up 


Prices for light and heavy fuels were higher in several 
Mid-Continent districts during the last week in Sep- 
tember, although open market trading was_ reported 
slack. Grade 26-70 natural gasoline prices edged higher, 
while solvent bright stock quotations dropped 1c. Few 
open market sales were disclosed. 

Seasonal tapering off of gasoline demand was re- 
ported by some refiners, while others said demand was 
steady and in some cases had increased over August. 
Brokers said demand for gasoline was off appreciably. 

No. 6 fuel prices were up 15c on the low of price range 
in Oklahoma when four, refiners reported advancing their 
quotations to $0.90 per bbl. A Kansas refiner reported 
increasing his No, 5 fuel price 5c to $1.40 per bbl., re- 
sulting in a new price range of $1.40-1.82. Inquiries for 
residual from the Midwest, Mid-Continent and the Gulf 
Coast were reported, but the only sales disclosed was of 
two cars of No. 6 fuel at $0.75 per bbl., FOB Oklahoma, 
to a marketer for northern shipment by a broker. 

Lows of price ranges for most grades of light fuel also 
were up in Oklahoma following advances in quotations 
ranging up to 0.5c reported by refiners. The week 
ended with the following new price ranges in effect in 
Oklahoma: 41-43 kerosine 17.625-7.875c, 42-44 kerosine 
7.75-9c, range oil 7.375-8.75c, 58 and above Diesel 7.5- 
7.875c, No. 1 PW 7.5-7.875c, and No. 1 straw 7.7-7.75c. 
Prices also ranged higher for some grades of heating 
oil in Arkansas, Kansas, and North Texas. 

Only sales of light fuel reported during the week were 
of “five or six cars” of No. 2 fuel at 6.5c, FOB Group 3, 
for shipment from Oklahoma and Kansas to northern job- 
bers by a Mid-Continent broker, and 10 cars of 58 and 












Dependable 
Petroleum Transportation 
Serving 
IOWA-ILLINOIS-WISCONSIN-MISSOURI 


COMPANY 








Marketers 


PETROLEU 


PRODUCTS 
WMunsey Gulding 


SArotoge 2000 + Baltimore 2, Md. 


Lube Oil Colors Fluorescent 
Petroleum Colors 


PATENT CHEMICALS, INC. 
PATERSON 4, N. J. 











40 





Crude Oil Prices 
No crude oil price changes reported in week 
ended Oct. 1. For complete crude price schedules, 
see Sept. 28 NPN, P. 54-55. 
















WALLER 


above Diesel fuel by an Oklahoma refiner at 7.5c to a 
consumer. 

Solvent bright stock prices ranged lower when one re- 
finer reported reducing his quotation for 150-160 vis. 95 
V. I. le to 22c, resulting in new price range of 22-23c for 
the product. 

Open spot sales of Grade 26-70 natural gasoline were at 
prices 0.125c higher late in the week when a Group 3 
seller reported selling two cars at 5.875c, and a Brecken- 
ridge seller reported sales of three cars at 5.375c. 


WESTERN PENNA. 
Neutrals, Fuel Oil Prices Stiffen 


Strong demand and firm prices for neutral oils gen- 
erally were reported by Western Penna refiners during 
the last week of September. Quotations for 25 pour 200 
vis. neutral ranged 0.5c higher following advance of Ic 
in his price reported by one refiner. Inventories of neu- 
trals had been sharply reduced, and neutrals were “less 
freely offered” than bright stocks, several refiners said. 

Buying interest in kerosine and fuel oil continued to 
improve, according to most sellers, and trading was “‘fair- 
ly active.” In lower field, 36-40 fuel was quoted 0.25c 
higher, following price advance of 0.25c reported by one 
refiner. 

Refiners’ quotations for 25 pour 200 vis. neutral at 
the end of the week ranged from 17 to 18c. Quotations 
for 25 pour bright stock were reported unchanged, rang- 
ing also from 17 to 18c. 

In lower field, prices reported for 36-40 fuel ranged 
upward from 8.75c. 

Sale of “substantial quantity” of 25 p.t. 200 vis. neu- 
tral at 18c was reported by one refiner. Several re- 
finers said they were not offering neutrals on the open 
market, and others said available material was “scarce.” 
One refiner, however, reported buying 20 cars of 200 
vis., 25 pour neutral at 16.5c, for resale. 

Foreign inquiry for lubricating oils was said to have 
been “somewhat retarded” by international currency ad- 
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Easier dish washing... youll find the secret in petroleum 


It may seem like a long trip to your dish- ment. The results: new products to make 
pan, but a good share of the “soapless your work easier, new manufacturing and 
soaps” you use started deep in the earth in selling jobs, a company better able to serve 
an oil well. you and all the West. 

These new cleaners, called detergents, 
actually make water “wetter”... attract dirt 
and grease almost like a magnet. They make 
dishes sparkle, work well with all fabrics 


STANDARD OlL COMPANY 
OF CALIFORNIA 


in hard or soft water, clean cars, and they 
have many other home and industrial uses. plans ahead ' 

The practical means of making deter- Serve you better 
gents from oil came out of Standard of ie 


California research... by risking substan- 





tial sums for experimentation and develop- 
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OIL MARKETS 


justments. Inquiry for 2800 bbls. of bright stock was 
reported in the market. 





Most sellers of gasoline said demand was at “‘satisfac- 
tory” level, following peak summer sales. Two refiners, 
however, said that shipments continued heavy. 

Recently reported increase in demand for kerosine 
and fuel oil now was confirmed by most refiners. Sale 
of 200,000 gals. of No. 2 fuel at 9c was reported by one 
refiner, and another said he was making ‘steady sales’’ 
of No. 2 at 9c. In the lower field, refiners’ quotations 
for No. 2 ranged from 8.5 to 9c. <A lower field refiner 
reported, effective Oct. 1, advances of 0.5c in his quota- 
tions for Nos. 1, 2, and 3 fuels to 9c, 8.75, and 8.75 fo1 
these products, respectively. 


District 2 Residual Stocks Dip; 
West Coast Products in Surplus 


Decline in stocks of residual fuel in one section of 
the nation and a surplus of all oil products in another 
section highlighted the past week’s supply picture. 

In District 2, residual fuel marketers expressed con- 
cern over the rapid decline of residual stocks at the rate 
of 20,750 b/d for the past four weeks. Whether a tight 
situation develops during the coming winter on residuals 


in the Midwest hinges on two important factors: the 


current coal strike and the shutdown of steel mills. Ex- 
tension of the coal strike will further deplete heavy fuel 
inventories as utilities and industries with stand-by equip- 
ment increase demand for oil. An extended steel strike 
will result in a sharp drop in demand for heavy fuels. 

An NPN tabulation shows a decline of 581,000 bbls. in 
residual inventories in the Midwest from the week ended 
Sept. 3 to that ended Sept. 24. Current stocks, compared 
with a year ago, are shown to be down 30%. 

Declines in Midwest residual production for the four 
weeks of September ranged from about 6% to almost 
16% compared with corresponding 1948 weeks. 

This decline in residual production is part of a long- 
term trend, according to a Jersey Standard memorandum 
circulated recently in Washington. Chief purpose of the 
memorandum was presentation of statistics to show that 
imports of residual for East Coast use supplement, but 
do not supplant, domestic crude oil production. 

Memorandum, in discussing nationwide _ situation, 
showed average ‘yield of residual in District 2 is now 
14.5% lower than any other refining district. Average 
yield east of the Rockies has fallen from 23.6% in July, 
1946, to 17.3% in July this year. Memorandum added: 

“Some modern refineries have yields as low as 6% 
even without coking. If residual is converted to coke. in 








Indiana Standard T. W. Prices 

Because of the widespread interest in tank 
wagon prices of Standard Oil Co. (Indiana) since 
the company abandoned its policy of basing its 
prices on Group 3 (see Sept. 14 NPN, p. 13), 
NPN has arranged with correspondents to ob- 
tain prices at various points in the Midwest. 
Prices for one city in each of the 11 Midwest 
states where Indiana Standard markets will be 
found on p. 00 of this issue. 

Previously the prices had been furnished to 
NPN for publication by Indiana Standard. Prices 
beginning with this issue are as obtained by 
NPN correspondents who visited Indiana Stan- 
dard bulk plants where the prices are publicly 
posted. 











expensive special equipment, the yield can be reduced to 
zero.” 

On the West Coast, all products are now in surplus, 
according to a report just issued by Oil Producers Agency 
in California. 

Agency reported: 

1. Peak gasoline demand is past, and the California 
oil industry finds itself with approximately 19,500,000 
bbls. of gasoline in storage, compared with 13,769,000 
bbls. at end of September year ago. 

2. Stove and Diesel oil peak seasonal demand is yet 
to come, but the industry has approximately 14,500,00( 
bbls. in storage compared with 11,226,000 bbls. a yea 
ago and demand thus far this year has been less thar, 
for the same period last year. 

Regarding residual fuel, report noted that at leve! 
of 40,114,000 bbls. on Sept. 17, stocks were 19,077,000 
bbls. higher than on Sept. 30, 1948, and are still rising 

Report showed total supply in California down 50,000 
b/d from Jan. 1 figure of 1,026,000 b/d and total demand 
down 230,000 b/d from Jan. 1 figure of 1,091,000 bd 

With total supply at 976,000 b/d and total demand at 
861,000 b/d during seven-week period ended Sept. 17 
this year, total storage increased an estimated 115,000 
b/d. 

In its analysis of situation, the agency cited fact that 
since the first of the year 2,239,000 bbls. of crvde oil has 
been added to storage in California, commenting: 

“This figure is not alarming in itself, indicating as it 
does that crude oil produced and purchased had _ beer. 
refined by the purchasing companies. However, stocks o. 
products increased approximately 22,500,000 bbls. durin; 
the same period. . 

Immediate conclusion, the agency reasoned, is that 
were it practicable to reduce supply by 115,000 b/d, 
amount now in surplus, wasteful additions to storage 
would be eliminated. 
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Prices in Effect Oct. 3 Sept. 26 ?rices in Effect Oct. 3 sept. 26 
OIL PRICE SECTION |B, FEX, (ruck tnspt.) CALIFORNIA 
R 





52 Oct. R Los Angeles .: 
Prem. eee es seee S0-82 Oct. 
$6 Oct. R . (Prem. ) Ma) 13-16.102 (1)13-16.1(1) 
° > Prem (1)11-12.5(1) (1)11-12.5(1) 74-76 Oct. M 
At Refineries and 76 Oct. R (Reg. ) (1)11.6-13.6(2 (1)11.6-13.6(2) 
Reg. , ee in 


San Fran. dist. : 


7 80-82 Oct. M 
Terminals and by _ Res. (1)10-11(1) (1)10-11(1) (Prem.) (1)15.85—-16.6(1) (1)15.85-16.6(1) 


60 Oct. M & 74-76 Oct. M 


Below . (1)9.25—-10.5(1) (1)9.25-10.5(41) (Reg. ) (1)13.85—14.1(1 1)13.85-14.1(1 
~{ ‘ Sa , 
Tank Wagon CENT, W. TEX. (Truck Transpt.) we 7 el 
a = 1)11.25-11.5(1) (1)11.25-11.5() (Prem.) (1)15.85-16.6(1) (1)15.85-16.6(1 
Prices herewith are reproduced from bad 86 Oct. R ' *° er > 5) M 9y99.06-36.0(1 — oa aes 
OILGRAM Daily Oil Price Service, associate re 1)11.25-11.5(1 1)11.25-11.5(1 teg.) (1)13.85 ( 1)13.85 1é 
with National Petroleum News, whose repre- 6 Onn se , — ‘ sites 
sentatives in all NPN-OILGRAM —s de- Reg (1)10.25-10.5(1) (1)10.25-10.5(1) 
vote their time exclusively to reporting oil in- 80 Oct. R ° ° ° 
dustry prices everywhere. Reg. _ (1)10.25-10.5(1) (1)10.25-10.5(1) Lubricating Oils 
Prices shown in tables are sales prices or 60 Oct. M & 7 . 
quotations or general offers or posted — ay Below ....(1)9.5-10.4(1) (1)9.5-10.4(1) WESTERN PENNA. 
refiners, by pipeline terminal operators, an y F ' ails re i _ — 
tanker terminal operators; foc current ‘sales | ARK- (For shipment to Ark. & La.) Faporeed, to tobbere @ compouniers eal 
and shipments; for the business day or period Se Oct R ’ , . . . 
stated; except Tank Wagon prices, prices are "oo 3 ve? VISCOUS NEUTRALS—No. 3 col. Vis. at 70° 
for bulk lots such as tank car, truck trans- was" —— R 93. 90562 99. 97802 , 
£ 4 . ¥ Ss or car- . viv , viol } . _ a 
poets as a cet ee ae ae desig- 76 Oct R a58 Vis. (180 at 200 ) ‘art 425 fi = vr 
nated; FOB refineries or terminals; in cents Reg. ... vee o > Oo oat aa 19.5 = +f Hye . 001 
per gal., except per bbl. where §$ sign is 80 Oct. R a a p ( 20.54 >- 204 
shown; wax and petrolatums in cents per _ Reg 10.375(1) 10.379(1) a > p.t (1)18.5 “As 501 (1)18.5-19(1 
pound; ex all fees and taxes; for crude oil 60 Oct. M & ee le p.t 17-1 _ (4)17-17.51 
and its products lawfully produced and trane- Below 9.251) 9.25(1) 150 ~ (143 at 100" », 400-405 a lias 
. ; { ) { So) rf | ’ » { 
Rational Petroleum News but not guaranteed; | KANSAS (For Kansas destinations only) 10 pt (1175-1851) (D17-5-18a 
for subscribers’ private use only and not for S gO R (1)11.2-121) 62921.9-2811) 15 p.t (1)16.5-17.5(1)  (1)16.5-1701 
resale or distribution or publication. — we | ae — wh 2-12 «le 25 p.t (3915-1411 (3915-1641 
periods of short supply, some sellers, and at on a 9_129(1) , ° 19 _ — — 
times all sellers, withhold quotations to new a Der R (1)11.2-12(1 (1)11.2-12(1) CYLINDER STOCKS: aa ' 
customers or the posting of firm prices but . R sie » (1)10.2-1101) (1)10.2-11(1) | Brt, stk., 145-155 vis. at 210°, 540-550 fl., No 
give OILGRAM the prices they otherwise would an ‘Ori R . . 8 col . 
quote to the trade in general and which they R ve ™ (1)10.2-1141) (1)10.2-1101) 10 p.t (1)19.5-20.541 19.5¢2) 
confine to their regular customers only. Re- 60 On M = — | 15 pt t (1)18.5-19.5(1 1S.5(2 
search octane ratings, indicated by the letter , B _ M & (1)9.125-10.25(1)(1)9.125-10.25(1) 25 17-18 17-18 
‘R’’, are minimum ratings. Motor Method oc- ee Sea eee eae 9.220 « 600 S im ‘ 
tane ratings, where used, are indicated by the WESTERN PENNA, | _filter’b! (2)11-12.5(2 2911-12.5(2 
letter ‘‘M’’. Parerithetical figures before and Bradford-Warren: 650 S.R ..€2)12-13.51(2 (2)12-13.5(1) 
after prices indicate number of companies 78-80 Oct. M — nF ; 600 fi as (2)14~-18(1) (2)14~18(1) 
quoting the lows and highs of the ranges. - Prem eeee 13.25(1) 13.25(1) 630 fi (2)16-19(2) 416-1912 
For further details of price conditions apply 74-76 Oct. M me BE 
to any NPN—OILGRAM office or see back of ROS. «2.0. 12(2) 12(2) MIDCONTINENT LUBES 
any OILGRAM Price Service invoice. Other districts: (FOB Tulsa basis. Bright stock, vis. at 210°. 
For complete price service delivered daily 78-80 Oct. M 9 7512 9 7 Neutrals are 0-10 p.p. oils, vis. at 100°: 15- 
from nearest OILGRAM publishing office, New age ret ye (1)12.75-13.8(1) (1)12.75-13.811) | 95° Bp viscous neutrals generally are quoted 
York, Cleveland and Houston, address Platt’s 74-76 Oct. M er, a ; —— | 0.5¢ under 0-10 p.p. oils; 15-25 p.p. nonviscous 
Price Service, Inc., 1213 West 3rd St., Cleve- Reg +» (3)11.79-12.5(1) (3) 11.79-12.8(1) | Gilg generally are quoted 0.25c under 0-10 p.p 
om-_ gy Annual —— eg in CENTRAL MICHIGAN (FOB Central Michi- oils. ) 
4 ay e. 
-= a fs — Neutral Otte—< ionventional 
> Oo ‘ | Pale Oils Col, 
. ay he eee eT ee 60-85 vis. 2.(1)9.75-11(1) (1) 9. 75-111) 
Gasoline 86 Oct. Ro sie oe ee ee 86-110 vis. 2.(1)10-11.25(1) (1) 10-11.25(1) 
‘Prem. ... .(1)13.5-14.25(1) (1)13.5-14.2501) 150 vis. 3.(1)11-13(1) (1911-1301) 
Prices in Effect Oct. 3 Sept. 26 76 Oct. R a = tei ” 180 vis, 3 (1)11.5 13 2511 (1)11.5-13.5(1 
Oklahoma (Group 3) Reg (2)11.75-12.5(1) (2)11.75-12.5(1) | 50 Vis a catae saree asda Seeehe 
> > ~~ 5s » | ’ | J o rf } 
82 Oct, R rr nsen su mece, enone ence) 280 vis 3.(1)13-14(2) (1)13-15.501) 
Prem. ‘ om “es Leg ; --13.2 2-13.2% 300 vis 3°41)13.5-14.5(1 (1:13.5_16(1 
86 Oct. R Str. run gaso- 
Prem (1)10.75-11.625(1)(1)10.75-11.625(1) line, excl. Red Olls Col. 
76 Oct. R Detroit 200 vis, 5. 
cin | seme ceee shpt. ... .(1)9.75-11.625(1) (1)9.75-11.625(1) Cylinder Stocks: 
80 Oct. R OHIO—Quotations of 8.0. Ohio for delivery 600 s.r., olive 
Reg (5)10-10.375(1) (6)10-10.375(1) to Ohio points: green .«+-(1)12-15(1) (1)12~-15(1) 
60 Oct. M & 73-75 Oct. M.. 14.0 14.0 Black Oil] .. 18.5(1) 18.5(1) 
Below (2)8.875—-9.75(1) (2)8.875-—9.75(1) 





MIDWESTERN (Group 3 basis) 


Prem - 


86 Oct. R 








Prem (1)10.75-11.625¢1)(1)10.75-11.625(1) | THIS 
76 Oct. R 
Reg | 
80 Oct. R 
Reg (5)10-10.37541) (5)10-10.375(1) | 
canst, Mi & | IS YOUR 
Below (2)S.S75—-9.75(1) (2)8.875-9.7501) 





N. TEX. (For shpt, to Tex. & N.M. dest’ns.) 3 READY NOW —_ 4 


S82 Oct. R 


MARKET PLACE! 


Prem, : 11/2) 11(2) 
86 Oct. R - 7 a A brand New Edition 
Prem. ..€1)11-12.75(1) (1)11-12.75(1) 
76 Oct. R 
5 Oe iid cities, unehnmeas a of the Famous 
80 Oct. R 


A card advertisement in 


Reg. (1)10-10.75(2) (1)10-10.75(2) e 
eo elow ne (2)9.375-10.3(1) (2)9.375-10.3(1) WAVERLY HANDBOOK NPN’s Market Section 


W. TEX. (For shpt. to Tex. & N.M,. dest’ns.) i ‘ i" 2 ° ° 
82 Oct. R - - in two bindings— every week will bring you 
oon " (1)11-11.75(1) = (1) 11-11. 751) 9 quick end contiaveus 
Prem (1)11-11.5(1) (1)11-11.541) 
76 Oct. R : r Regular ... .$2.00 copy sales at low cost. 
Reg - 
80 Oct. R 
Reg (1)10-10.75(1) (1)10-10.75(1) Deluxe ... . $3.00 copy 
60 Oct. M & 
Below (1)9.375-10(2) (1)9.375-10(2) a 
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Refinery & Terminal Prices (Continued) Oil Price Section 























Prices in Effect Oct. 3 Sept. 26 Prices in Effect Oct. 3 Sept. 26 Prices in Effect Oct. 3 Sept. 26 
Mid Continent Lube (Cont.) eeure =. Somes Fe ‘ Red Oils: 
: a) , (Vis. at 100° F, FO refineries for domestic isu—INO, 5 
on, — onventional and/or export shipment.) 200—No, 5 
20U0—No, 5 
10-25 p.p. 23(1) 23(1) PALE OILS: 280—No. 3 
150-160 vis. D: Vis. “ao 300 No. 5 
0-10 p.p. . (2)17-19(1) (2)17-19(1) 100 = -2% 9.5(5) 9.5(5) Note: Viscous oiis, 15 to 30 p.p. are quoted 
10-25 p.p. ..(1)17-18.5(1) (1)17-18.5(1) 200 No. 2-3..  10.5(5) 10.5(5) 0.5¢ lower; 60-85 and 86-110 No. 2 nonviscous 
120 vis. D: ee: : i 300 No. 2-3.. 11.25(5) 11.25(5) oils, 15 to 30 p.p. 0.25¢ lower. 
0-10 p.p. ..(2)16.5-18(1) (2)16.5-18(1) sae Hee oe 12(5) 12(5) Unfiltered Steam Refined (Viscosity at 210°) 
, ve 750 No. 3-4..  12.75(5) 12.75(5) 140 .. 
Bright Stock—Solvent 1200 No. 3-4.(4)13.5-14(1) (4) 13.5-14(1) a 
150-160 vis. 0-10 : ; 2000 No. 4..(1)14~14.5(5) (1)14-14.5(5) ner is ten, 2 oe wn 6 eet 
p.p., 95 v.i.(1)22-23(1) (1)22-23(1) » 16 at 210° No. 8 color 
ie RED OILS: ome Stoc dacae Gitradiegs a 
100 No. 5-6. 9.5(4) 9.5(4) 15 to 25 p.p 
Neutral Oils—Solvent 200 o ay 4-305) mor 30 to 40 p.p 
i 300 No. 5-6. -25(5) 1.25(5) E filtered 
AUR-S00 vis. aides porn 900 No. 5-6. 12(5) 125) Cyl, Stock 
4 vie 750 No. 5- 5 -75(5) Note: To obtain prices delivered in Chicago 
one Vil..  16.5(2) 16.5(2) 1200 No. 5-6.(4)13.5-14(1) (4) 13.5-14(1) Wie so _ 
300 vis : “i - 2 No, 5-6. (1)14-14.5(5) (1)14-14.5(5) 
95 V 18(1) 18(1) 4 
CHICAGO (From Mid-Continent p.l. crude) Natural Gasoline 
erage oils vis. at 100° F. 0 to 10 p.p. (Group 3 & Breckenridge prices are to blend- 
Pale Oils: ers on freight Basis shown below. Shipments 
bio no, may originate in any Mid-Continent manufac- 
, I—iNO 6. turing district.) 
ate © FOB GROUP 3 
180—No. 3... oe Grade 26-70 .....5.S75(Sales) 5.75( Sales 
200—No. 3 .. ; sh FOB BREC KENRIDGE 
250—No. 3 .. sats rire Grade 26-7 ...5,25-5.375(Sales) 5.25(Sales 
Kerosine, Gas & Fuel Oils 
Prices in Effect Oct. : Sept. 26 Prices in Effect Oct. 3 Sept. 26 
OnE ANDEOEA (Group “ig ARK, (For shipment to Ark, and La.) 
3 W.W...(2)7.625-8S.8S75(1) 2)7.625-8.875(1) 12-44 w.w 7.87511) 7.875(1) 
2-43 “Won + (3)7.75-9 (1) (4)7.625-9(1) Tractor fuel. 9.125(1) 9.125(1) 
Range Oil ..(2)7.375-8.75(1) (2)7.375-8.7501) Diesel fuel 52 
58 & above a = i" Pat & below .. 7.25(1) 7.125(1) 
_D.1. diesel. (3)7.5-7.875(1) (397.5 T.STO(1) Diesel fuel 58 
: p.w Hee T.STO(1) 3 25-7 ae & above 7.62511) 7.501) 
No traw. (1)7.5-7.75(2) (1)7.25—-7.62511) No 2 »] 6.751) 1.501) 
No 2 straw.11)6.5—-8.5(1) (5)6.5-8.501) 3 fuel 6.37501) 6: 2511) 
NO, 3 cece. - os ; No. 4 fuel... $1.75(1) $1.75(1) 
N J _ (6)80.90-1.00(1) (€1)80.75- 0.9003, No. 5 fuel ao $1.55(1) $1.55(1) 
14-16, grav. ob teens on-e0c8s No. 6 fuel... $1.40(1) $1.40(1) 
ae eee WESTERN PENNA. 
TALKING ABOUT 45 ww. «+ -(2)9.5-9.75(1) (2)9.5-9.75(1 
MIDWE SSEEN (Group 3 basis) No, 1 fuel sas nike ; 
il > “ (2)7.625-8.5¢1) (1)7.625-8.5(1) No 2 fuel...(1)8.75-9.5(1) (1)8.75~-9.5(1) 
42-44 W.Ww.. (207 75-S.501) (3)7. 625-851) No. 3 fuel...(1)8.75-9.25(1) (1)8.75-9.25(1) 
9 ong yl ..C1)07.5-7.601 (1)7.375-7.5(1) 36-40 gravity. (1)8.75-9(1) (1)8.75-9(1) 
ms &a pOve 
D diesel. (2)7.5-S(1 (1)7.375-7.8(1) 
4 ght AG eo aged a Other districts: 
No 1 p.w (9)7.5-7.8S75(1) (2)7.25—7.8735(1) 
N 2 straw.(1)6,.6—7(1) (3965-701) 45 w.w, ....(1)9.25-10(1) (1)9.25-10(1) 
No. 3 straw. 6.2541) 6.12511) 47 w.w. oa eee oe 
Ni t} (3)$0.90—-0.95(1) (1)80.75—0.95(1) No. 1 fuel (1)9 29 4061 (1)9-9.501) 
Correct for Sept. 26; shown incorrectly ir No 2 oe (2)s to-9 Ty my 4 So 8) 
Sept 2s NPN NO 3 fue (2)8.75-911) (1)S.5—911) 
, : 36-40 gravity(2)8.75—-9(1) (2)8.75-901 
@ These two. are N TEX. (For shet. to Tox. & ny Gent’ne.) 
or > -43) ww... (2)8.5-9.6(1) (2)8.5-9.6(1) 
talking about the added sales 234 we tet ta58 5B Thee) i ain alee ae — 
and extra profits they are — $8. DI. -(1)7-5-9.8(1)  (1)7.5-9.8(1) cam pelinesten.> . 
. . o7 No, 2 straw (1)8.25-S.75(1) (1)8.25-8.5(1) . 5 
y Ww ure Pennsyl- : oS. 7 
me wan em gue y No. 6 fuel. $0.90(1) $0.90(1) Range oil (1)10.5-11.5(1)  (1)10-11.5(1) 
vania ELK-refined products. W. TEX, (For shpt. to Tex. & N.M. dest’ns.) 46-49 w.w 
They’ve found their customers 41-43 w.w. pei ” 8c _ 9.501) _ Kero, .....(1)10.75-11.5(3) (1)10.75-11.5(2) 
know and trust these top quality 42-44 w.w. .. 10, (1) 10. 5(1) P.W. 
ail : No, 1 straw.  9.25(2 9.25(2) listillate ..(4)10.75-11(1) 4)10.75-11(1) 
sn A <— as for Boa No. 2 straw. (1)8.5-9. 2511) ()B-9. 25(1) No 2 light | . a | 
years to be “better from the | = NO 2 guict: " straw (4)9.75-10.5(2) (4) 9.75-10.5(1) 
» N ‘9 “~ ‘ : 9.7 2 7 : 
ground up. ’ And, protected by (he bg = aoe ces (1) $1. ete No. 3 straw.(3)9.75-10(3) (4)9.75-10(1) 
<i ’ E. \ ruck trnspt. sae eyes : nigh agit 
Elk Refining Company’s guar- 41-43 ww. (1) 85-0 35(1) (1)8.5-9.25(1) U.G.I. gas oi1(1)7.75-8.6(1) (1) 7.75-8.5(2) 
anteed price and delivery policy, 42-44 w.w. - -(1)8.5-9.5(1) (1)8.5-9.5(1) No. 5 fuel...(1)5.75-7.7(1)  (1)5.75+-7.7(1) 
: . above J : 55 57 & 
they are assured of deliveries, DI diesel. (2)8-9(1) (2)8-9(1) No, 6 fuel...(2)5.5-7.5(2) (2)5.5-7.5(2) 
positive of quality and confi- No. 2 fuel...(1)8-9.25(1) (1)8-9.25(1) 
ient of high profits. No. 6 fuel...(1)$0.95-1.70(1) oy )$0.95-1.70(1) OHTO—Quotations of S.O. Ohio for delivery to 
° CENT. W. =, (Truck trnspt. Ohio points: 
If you are a quantity buyer of 41-43 w.w. ..(1)9-9.5(1) (2)9-9.5(1) Kerosine .... 11.5 11.5 
Bright Stocks, Neutrals or Fin- ae ee ws. 15-9, ose: . s. 75. 
ished Motor Oils, find out NOW, U.G.T. <& — ‘wom CALIFORNIA 
ini No, 1 fuel 9. . 
how much _the Elk Refining a 2 oe. 8:25(1) Be San Joaquin Valier: 
Company price, quality and de- No. 3 fuel. 40-43 w.w. .(1)12.6-15.6(1) (1)12.6-15.6(1) 
rE Ss Sak Sees te No. 6 a: “dt att 00(1) (1)$1.25 25 2. 0 Mes 400 55 5 
ou. Write, wire o ‘ o ue 5—2.00(1) (PS 400)... = $1.55(2) $1.55(2 
yo te, wire or phone for de KANSAS (For Kansas destinations only Light fuel 
tails. No obligation of course. 42-44 w.w. . .(1)8-9.625(1) (1)8-9.62 (1) (PS 300) ..  $2.10(2) $2.10(2) 
58 & above 
ELK REFINING COMPANY Diesel... .(1)7.75-10.125(1) (1)7.5-10.125(1) iPS 200) (1)10-11.5(1) (1)10-11.5(1) 
KANAWHA VALLEY BLDG., No 1 fuel » -(1)7.7-9.3¢1) (1)7 6—-9.3(1) a : ts “s : . 
CHARLESTON 24 No, 2 fuel...(1)6.8-8.25(1) (1)6.75-S8(1) Stove dist. 
. W. VA. No. 4 fuel... $2.32(1) $2.32(1) (PS 100) --(1)11,.5—-13.3(1) (1)11.5-13.3(1) 
Aaa No 5 fuel (1)$1.40-1 82 1) (1)$1 35 1 82(1) Los Angeles: 
“a cen Gaia »S No. 6 fuel (1)$0.925-1.75(1)(1)$0,925-1.75(1) 40-43 w.w. ..(1)12.1-15.1(2) (1)12.1-15.1(2) 
A 
PENNSYLVANIA a — ee —— 
ROY M. HENWOOD ASSOCIATES 
ENGINEERS @ ARCHITECTS 
| 140 CEDAR STREET NEW YORK 6, N. Y. 
Refiners of Motor Oils — = —=—s Tel. WOrth 4-6485 
Highest Bright Stocks ib 
—s a a _— ENGINEERING SERVICE TO THE 
— —— PETROLEUM INDUSTRY 
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Refinery & Terminal Prices (Continued) 


Prices in Effect Get. 3 
CALIFORNIA (Cont.) 


Sept. 26 


Heavy fuel 
(PS 400). .(1)$1.40-1.50(3) (1)§$1.40-1.50(13 
Light fuel 
(PS 300). 
Diesel Fuel 
(PS 200). 
Stove dist 


.(1)$1.80—2.05(3) (1)$1.S0—-2.05(3 


-(1)8.1-11(2) (1)8.1-11(2) 


(PS 100). .(1)9-12.5(2) (1)9-12.5(2) 
San Francisco 
40-43 w.w. ..(1)12.6-15.6(1) (1)12.6-15.6(1) 
Heavy fuel 

(PS 400)... $1.55(2 $1.55(2) 
Lignt fuel 

(PS 300) $2.10(2 $2.10(2 


Diesel fuel 
(PS 200). 
ve dist 
(PS 100). 


.(1)10-11.5(1) (1)10-11.5(1) 


-(1)11.5-13.3(1) (1)11.5-13.3(1) 


Wax 


Prices in Effect Oct. 3 
WESTERN PENNA, (Bbis. C.L.) 
White Crude Scale: 

122-124 A.m.p. 
124-126 A.m.p 


(1)3.75 -4(2 





(1)3.75—-4(2) 


CHICAGO (FOB Chicago District refinery of 
one refiner in bags or 100 lb. cartons, carloads 
Carloads, slabs loose, 0.7c less. Melting points 
are EMP (ASTM methods); add 3° F. to con- 
vert into AMP. 


Fully refined: 
122-124 


DE Keivecceetodbadscsdeesoeabed< 

7-129 eo 

oS ee 

132-134 ee 
135-137 ° 
SEABOARD 

Melting points are AMP, 3° higher than 
EMP Prices are for carload lots; domestic 


prices are FOB refinery; seale in bags or 
bbis.; fully refined, slabs loose. Export prices 
are FAS; scale in bags or bbls; fully refined 
in bags or cartons. 


Crude New Orleans Ra. N.Y. 

Scale Export Domestic Export 

122-4 wh. . er eeoee 

24-6 wh. 4.65(1) 4.5(2) (1)4.5-4.65(1) 
Fully Refined: 

Se ate keane 6.35(2) doen 

125-7 7.3(1) 6.35(3) (1)7.05-7.25(1) 
128-30 .. 7.3(1) 6.35(3) (1)7.05-7.25(1) 
Saas 64s (ewe 6.40(1) 7.15(1) 
133-5 -. 7.401) 6.45(3) (1)7.15-7.35(1) 
135-7 ... 7.55(1) 6.6(2) 7.5(1) 
138-40 8(1) 7.05(3) (1)7.75-7.95(1) 


143-5 ... 8.25(1) 7.3(2) 
149-51 ..11.5(1) 10.55(1) 


(1)8-8.2(1) 
11.45(1) 


Petrolatums 


WESTERN PENNA. (Bbis., 
car, 1 to 1.5¢ sess.) 


carloads; tank 


ER a (1)6.375-7.25(2) 
 & eer (1)6.125-6.375(1) 
SS dbdeedncenceneed (1)5.75-6.125(1) 
SS wedentieds ensue a (1)4-4.5(1) 
re Coeerevcccecece (2)4.125—4.25(1) 
Me «sevexeaws TrrrrY Tree 3.875(2) 







Guaranteed savings on 
steel drums—thoroughly (=== 
reconditioned or 


nomical delivery anywhere. 
Write or wire for full details. 


BINDER COOPERAGE CO. 


1440 South Water St., Philadelphia 47, Pa. 


October 5, 1949 


Oil Price Section 





Atlantic & Gulf Coasts 





Prices are of refiners, FOB their refineries & tanker terminais, and of tanker terminal operators, 
FOB their terminals Ships’ bunkers prices are exclusive of lighterage Prices in eflect Oct. 3. 
86 Oct. RK 90 Oct. R 79 Oct. R 83 Oct. R Kerosine 
District Prem. Gasoline Prem. Gasoline Reg. Gasoline Reg. Gasoline No. 1 Fuel 
N. Y¥. Harb 1)12.6-14.2(1 .s (2)14.6-412.9(1 l 
do barges (2)12-13.795¢1 13.75(1 . (2) 11-1242 s.¥i15 
Albany (2)14.00-14.3¢3 1)14.00-14.301 : 12.564 ‘ 2-9.4(2 
Baltimore (1)12.4-14.1(1 (1)13.75-14.101 is 1)11.4-12.¢ it 
do barges (1)12.3-13.60(1 (1)11.3-12.4 (2 4(1 
Baton Rouge 11.9¢1 10.9(¢1 4(1) 
do barges 11.9¢1 10.9(1) ; 4(1) 
3oston . ...€1)12.6-14.4(3 (1)14.15-14.4(1 6 (1)11.6-12 2(13) 
Charleston (2)12.1-13.475(1 13.75(1) ee (2)11.1-11.7 ] 5.5(6) 
Corpus Christi. (1)12-13(1 11(2 
Houston (1)11.5-13.75(1 ° 1V.5(¢1 (1)11-11.7 1 1)9.25-10.25(1) 
do barges ..(1)11.5-13.75(1 12(1) 1)11-11.7 l 1)7.75-8.75¢1) 
Jacksonville 13.116 13.1¢1 12.1(¢1 2(12) 
Miami 7 ° 13.1(4 13.1(1 12.1(5 2-9.5(2) 
Mobile. ° 13.1(2 13.141 os 12.1(3 2(4) 
New Haven (1)14-14.5(1 14.5¢1) axes (1)12.5-13(2 1(9) 
New Orleans (1)11.5-12.5¢1 : 1)10.75-11.1(1) 11.5(1 1)8.75-8.8(4) 
do barges ..(1)11.5-12.5(1 (1)10.75-11.1¢1) 11.5¢1) 1)8.25-8.8(2) 
Norfolk oe ee e(2)12.3-12.75(1) 13.9(1 ; (2)11.3-11.9(2 (6)9-9.1(1) 
Pensacola ne 13.1¢1) 12.141 2(2) 
Philadelphi ..(1)13.7-13.75(2 (1)13.75-14.7(1 (2)12.5-13.2(2 (10 
do aopeen (1)13.6-13.65(1) (1)12.4-12.6¢1 & OCR) 
Port Everglades 13.1(4) 13.1(1 12.116 1.216) 
Portland ..(1)14,15-14.401 (1)14.15-14.4(1) 12.904 2-9.3' 
Providence . (1)14.15-14.4(1) (1)14.15-14.4(1) 12.915 2(9 
Savannah ss 13.1(4 13.1(1 12.1(7 2(9) 
Tampa 13.145 13.1(¢1 12.1¢7 2(9) 
Wilmingt 
N. C 1)12.45-13.45(1) 13.85(1 (2)11.45-11.85(2 1)8.7-8.8(7) 
Diesel Oil 
Gas House No. 5 Fuel No. 5 Fuel Shore Plants 
Neo. 2 Fuel Gas Oil (@10 p.t.) (15-60 p.t.) (5@ eot.,56 4.1.) 
N. Y. Harbor S.6(16) (1)8.7-9.301) (10)$2.68-2.85(1) $2.32(1) 9(5) 
do barges. .(2)8.3-8.5(14) 9.1¢1) (10)2.65-2.75(1) 2.29(1) . 
Albany ... (5)8.8-8.9(3) 9.341) 3.30(1) 1.213 
Baltimore 8.6(11) 8.7(1) 2.68(1) 2.32(1) 9(4) 
do barges.. 8.5(4) 2.65(1) 2.29(1) aa 
Baton Rouge . 7.9(1) $.3(1) seen 1.98(1) 8.3(19 
do barges.. 7.901) 1.95(1) : 
Boston .. S.8(14) 9(1) oeee 2.67(5) (4)9.2-9.3(1 
Charleston 8.6(3) ° ee (1)2.23-2.27(1 8.7(2) 
Houston ...(€2)8.25-9(1) wi - (1)7.2-8.5(2) 
do barges. .(1)6.75-7(2) ; 2.25(1) - 
Jacksonville 9.1(6) 9.1(6) 
Miami sane 9.1(4) — sees twee 9.1(2) 
Mobile ...... 9(2) e° ecee ocee 9(1) 
New Haven 8.7(9) ose (2)9.1-9.2(1) 
New Orleans .(1)8-8.2(3) (1)8.3-8.6(2) 
do barges. .(1)7.95-8.2(1) eae os een 
Norfolk (4)8.6-8.8(1) 9(1) TT (1)2.28-2.32(1 9(3) 
Pensacola ... 9(1) ws - 9(1) 
Philadelphia 8.6(10) 8.7(1) 2.68(1) 2.60(6) 9(6) 
do barges. 8.5(8) ep »-ahe - . 
Pt. Everglades 9.1(4) - 9.1(3) 
Portland (3)8.8-8.9(5) 8.5¢1) o° (1)9.2-9.301 
Providence 8.819) 8.5(1) 2.595(1) 2.665(2) 9.2(2) 
Savannah ° 9.1(5) ‘ 9.1(5) 
Tampa ......(1)8.8-9.1(6) 9.1(6) 
Wilmington, 
=. © « . (1)8.2-8.6(7) 8.6(1) aes , 8.7(2) 
Light Diesel 
No. 6 Fuel Bunker C Fuel Heavy Diesel Ships’ Bunkers 
No. 6 Fuel Barges Ships’ Bunkers Ships’ Bunkers (45 ect., 45 4.1.) 
N. Y. Harbor(10)$1.93-2.00(1) $1.90(13) $1.90(11) $3.45(3) $3.70¢6) 
AMBORY .csce 2.25(1) o oo 
Baltimore 1.93(5) 1.90(3) 1.90(3) 3.45(1) 3.70(4) 
Baton Rouge 1.63(1) 1.60(1) 1.60(2) 3.101 3.35(1) 
Boston .. 1.98(7) 1.95(4) 1.95(4) - 3.74(3) 
Charleston 1.88(2) 1.85(3) 1.85(3) ; 3.61(2) 
Corpus Christi 1.63(1) 1.60(1) 1.60(3) 3.1541) “ne 
Houston (1)1.60-1.65(1) 1.60(7) 1.60(9) (1)3.05-3.10(5 (1 30-3,36(1 
Jacksonville 1.88(6) 1.85(6) 1.85(6) 3.822(4) 
Miami 1.83(1) 1.80(2) 1.80(2) 2 3.82211) 
Mobile 1.73(1) 1.70(1) 1.70(1) o° 
New Haven 1.95(2) 1.90(2) 1.90(2) ‘ o° 
New Orleans 1.6313 1.60(3) 1.60(4) 3.10(2) 3.3513) 
Norfolk 1.93(3) 1.90(4) 1.9014) , 3.7003) 
Pensacola 1.90(1) 1.90(1) 1.90(1) mS ¢ 
Philadelphia 1.93(8) 1.90(8) 1.90(8) 3.45(2 , T0(5) 
Port Everglades 1.83(2) 1.80(3) 1.80(3) 3.822(2) 
Portland 1.98(2) 1.95(1) 1.95(1) 3.65(1) 
Providence 1.955(4) 1.925(2) 1.925(3) 1)3.74-3.866(1 
Savannah . 1.88(4) 1.85(5) 1.85(5) (1)3.82-3.822(2 
Tampa . (1)1.77-1.78¢4) (1)1.74-1.75(4) (1)1.74-1.75¢4) 3.82214) 
Wilmington 
N. Cc ae pees Tr ; 3.61(3) 
Researc h octane ratings, indicated by the letter ‘‘R’’. are minimum rating Motor Method 


octane ratings, where used, are indicated by the letter ‘‘M’’ 








Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


New York Beston 
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Oil Price Section 





Gulf Coast__Cargoes, Domestic & Export, All Ports 


Cargo prices are FOB ship at Gulf, minimum of 20,000 bbis., 
refiners, export agents, or tanker terminal operators. 
indicates the number of companies quoting that price. 


and are by refiners only to other 
The figure in parentheses after each price 
Prices in Effect Oct. 3. 


Aviation Gasoline 


ee Seer Oe GRRE) cicccavcseecsocscesse 18(1) 

Ge BOO EOD CAGED) oo cccccvceccceccoses oo-eeen) 5(2) 
Grade 91/98 (AN-F-48) ...cccsccccossecscccess 14.75(1)—-16.5(2) 
Grade 80 (AN-F-48) ..... CPCVEW SédOED CHER OWeOeS 15.75(1) 


Motor Gasoline Leaded 


86 Oct. R (Premium) 10.875(1)—11(2)-—11.25(2) 


OO Get. BE CPCMUIUUEE) cnccccccccscsccccscecscos 2E-BGR)—0000) 

79 Oct. R (Regular) ... - biked ; 9.75(1)-10(3) 

S83 Oct. R (Regular) ‘ ; ‘ 10(2)—10.25(1)-10.5(2)-11(2) 

70-72 Oct. M ° , ~ ne és 6A esuwon ee 9 .5(3)-9.75(1)-10.25¢1) 
Kerosine & Light Fuels 

41-43 kerosine , ee , . 7.5(2)-8(1)-8.25(1)-8S.5(1)-901) 

No. 2 Fuel _ ‘ «2 . , -— 7(4)-7.25(1)-7 .5(2)-S8(2) 


Diesel & Gas Oiis 





43-47 Diesel index 7(2)-7.125(1) 
48- 52 Diesel index 7.125(2)-—7.25(1) 
53-57 Diesel index 7.25(2)-7.375(1) 
Heavy Fuels 
er Ce cds cee ae eaenedbenekne sé cee 2.25 
Bunker C Fuel . - os . . . ° so @uee 
Research octane ratings, indicated by the letter ‘‘R’’, are minimum ratings Motor Method 


octane ratings, where used, are indicated by the letter M’’ 


Aviation Gasoline & Jet Propulsion Fuel 
Prices in Effect Oct. 3 


(Prices are for tank cars, barge or truck transport lots; aviation gasolines meet Specification AN- 
F-48, unless otherwise noted; jet fuel meets AN-F-32.) 


Aviation Gasoline— 











District Grade 115/145 Grade 100/130 Grade 91/98 Grade 80 Jet Fuel(JP-1-2) 
New York, N.Y. 19.85(1) 18.1(3) (2)16.6-16.7(1) (1)15.7-15.85(1) cece 
Boston, Mass. Cees 18.2(2) 16.7(2) 15.95(1) eese 
Portiand, Me. S0¢e er eee 17.8(1) cove 
Peeee., SB. cccce eees 18.1(1) 16.6(1) ore eee 
Baltimore, Md. . wee 18.1(2) 16.6(2) 15.85(1) eoeec 
Norfolk, Va. ... ane 18.1(2) 16.6(2) 15.85(1) ene 
Charleston, 8. C. ones 18(2) 16.5(2) 15.75(1) ese 
New Orleans, La. 18.75(1) 17(2) 15.5(2) 14.75(1) 9.6(1) 
(Baton Rouge) 
Houston, Tex. . 18.75(2) 17(3) 15.5(3) 14.75(2) 9.6(1) 
Lake Port Terminal Prices 
Prices in Effect Oct. 3 

Buffalo Cleveland Detroit Toledo 
78-80 Oct. M (Prem.).. Oo.) 00——‘it ww 0 —“‘éa tO 0L0UCUCCCC—C—~*«C 
74-76 Oct. M (Reg.) . 13.58(2) ceaaee seesbe iineea 
Kerosine . ‘ F 4m 10.5(2) Cueaiee iar 10.5(1) 
Diesel Fuel 2.5 @8= is Wh ti eee 9.85(2) 9.25(1) 
No. 1 Fuel a aie 10.6(2) 10.1(2) 
No. 2 Fuel 9.9(2) (1)9.6—-9.85(1) 9. acs) 
a ee ceseséeeeene® 689086 $j i «sh0bes a 
No. 5 Fuel 6.8501) 6.3512) (2)5. 75 “6 2541) 
N 6 Fuel ‘ 7.2(2) 6.501) 6.1(2) (295.5641) 


Tanker Market Report 


Supplied by Dietze Inc., New York, N. Y., oil & ship brokers and tank steamer chartering 
agents. All rates shown are on basis of tons of 2240 pounds, unless otherwise stated are for ves- 
sels over 14,000 TDW, and unless otherwise stated are in dollars per ton. For purposes of rate 
calculation only, it has been assumed that New York is the port of discharge whenever the range 
USNH appears Approximate rates in cents per bbl. may be determined by dividing per-ton rate 
by following conversion factors: gasoline, 8.7; kerosine, 7.9; No. 2 fuel, 7.5; 30 gravity crude, 7.3; 
No. 5 fuel, 6.9; Bunker ‘‘C’’ fuel, 6.5. 


LAST PAID OWNERS ASK 








Gulf New York (Clean) s $ 1.85/2.00 
(Dirty) 1.71/2.00 
NWI U.K. Continent 4.26 
Ras Tanura U.K. Continent 7.63 
Ras Tanura USNH 7.62/8.26 
UNITED STATES FLAG CHARTERS 
VESSEL TDW CARGO TRADE RATE LIFTING 
'/23 MORMACFUEL 15,500 Dirty asis Los ro USNH $5.04 Mid Oct. 
23 W.C. YEAGER 18,500 Dirty asis USGulf/USNH 1.57 Oct. 
SPIRIT OF LIBERTY 15,500 Dirty Basis Los Angeles/USNH 5.04 Mid Oct 
JULESBURG 15,500 Dirty USGulf/USNH 1.57 Mid Oct. 
FOUR LAKES 15,500 Clean USGulf/USNH R: Early Oct 
JULE SB URG 15,500 Dirty Carib. /USNH 1.55 Late Oct. 
\BIQU 15,500 Dirty USGulf/USNH 1.64 Mid Oct 
R. P SMI TH 15,500 Clean USGulf/USNH 1.85 Mid Oct 
LAKE CHARLES 15.500 Clean USGulf/USNH 1.85 Late Oct 
AMPAC CALIFORNIA 15,500 Dirty USGulf/USNH 1.68 Early Oct 
AMERICAN TRADER 15,500) Dirty sasis Los Angeles/USNH 5.04 Mid Oct 
R. P. SMITH 15,500 Clean USGulf/USNH 1.85 Late Oct 
' CARRABULLE 9.500 Dirty Houston/Tampa 1.19 Oct 
' PUEBLO 15,500 Clean USGulf/ Montreal 2.93 Early Oct 
0 PETERSBURG 15,500 Clean USGulf/USNH 1.85 Mid Oct 
FOREIGN FLAG CHARTERS 
28 PRESIDENT BRAND 15,500 Dirty Carib./USNH 1.49 Mid Nov. 
oy SIR ANDA 15.500 Dirty Carib./USNH (Two consecs. ) 1.62 Mid Oct 
"APTAIN THEO Dirty Part cargo 6500 T. USGulf/B.A $69,000 Oct 
F RANCA FASSIO 15,500 Dirty Ras Tanura/USNH 7.62 Oct 
G. C. BROVIG 14,000 Dirty Basis Abadan/UKCont. 16/-d Nov 
PROMETEO 15,000 Dirty 3asis Abadan/UKCont, 16/-d Oct 
RINA CORRADO 9,500 Dirty Basis Ras Tanura/Vado-Naples Range 5.09* Oct 
LIBURNIA 12,000 Dirty Tripoli/ Trieste 1.81 Oct 
FENHEIM 14,000 Dirty 3asis Ras Tanura/UKCont 6.32 Jan. 


(Worldwide—9 months consecs. ) 


Refinery & Terminal Prices (Continued) 


LPG Prices 


Prices in Effect Oct. 3 


(Of refiners, FOB refineries, in cents per gal., 
tank cars or transport trucks) 

Com- In- Com- Indus- 

mercial dustrial mercial trial 


District Propane Propane Butane Butane 


N.Y. Harbor . 5.5(1) 5. (1) 4. beens 4.75(1) 
Philadelphia .. ecee coe ecee 
altimore eee ove ose6 cess 


Hastings, W.Va. eeee ecco Jos oe 
New Orleans . cece ° 
Houston ..... Pre ceeec ° 
Toledo ...... ecee eeee 


. 
. 
se- 


Naphthas and Solvents 
Prices in Effect Oct. 3 
(FOB Group 3) 


Stoddard solvent 
Cleaners naphtha 


. (1) 10.375-10.875(1) 
10.875(4) 


Vue. DEERE ccccccse (3)10.875—11.375(1) 
Minera] Spirits .......eee. (3)9.875—-10.375(1) 
Rubber solvent .......+6.. (1)10.375-11. 375(1) 
Lacquer diluent .......... (2)11.125-11.375(2) 
Benzoil diluent ........... 12.125(3) 
WESTERN PENNA, 

Other Districts: 

Untreated Naphtha ............ 12.75(1) 
Stoddard Solvent .........6..6. (4)12.75-13(1) 


OHIO—Quotations of S.O. Ohio for delivery to 
Ohio points: 


PP + ccce ne een wekeae we * 16.0 
Mineral Spirits & Stoddard Solvent 15.5 
Be GOES koe cnc cespeseseces 15.0 
E, TEXAS (Truck Soups. > 
Stoddard Solvent . . 10.75(1) 
KANSAS (For Kan. Dest’n. ovly) 
BEOREETE GOSVGME ccc ccccvccccvose 12.375(1) 
ATLANTIC COAST 
V.M.&P. Mineral 
Naphtha Spirits 
New York 
Harper .ccccce 15(4) 
Philadelphia .... 15(4) (isp 14(1) 
Baltimore ...... nee 13.5(3) 
BOstOR .ccccccse 15.5(4) et 5(5) 
Providence ..... ecee .5(3) 


Mid-Continent Lubes At Gulf 


(In packages, FAS, New Orleans, in bulk. 
FOB terminals 
Prices in Effect Oct. 3 
Bright Stock Steel Drums Bulk 


D color, Vis. at 210° 


150 vis., 0-10 p.p.(1)29.5-30(1) (1)18-19.8(1) 
Neutral Oil Col. 
200 vis. 3. 15.3(1) 


Pacific Coast 
Prices in Effect Oct. 3 
(in Ships’ Bunkers, Diesel Fuel Bunker C Fuel 


or Deep Tank Lots) (P.S. 200) (P.S. 400) 
San Pedro, 


Calif. ze $3.35(4) $1.25(4) 
San Francisco 3.56(4) $1.30(4) 
Portland, Ore 3.77(4) $1.55(4) 
Seattle, Wash, 3. 77(4) $1.55(4) 


Mexican Bunker Prices 
Prices in Effect Oct. 3 


Mexican Gulf Ports 
U.S. Dollars per Bbi. 


Bunker © Diesel 

(Ships’ ( Ships’ 

Bunkers) Bunkers) 
Tampico ‘ nea $1.55 $3.75 
VOROSFES scenes ‘ . $1.55 eine 
PD. bees enna wew $1.55 3.75 

Pacific Coast 

a eee $3.16 $3.95 
MOQREAMINIO .cccccccces 3.16 3.66 
Salina Cruz ....cccsoe 3.16 3.50 
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Oil Price Section 





Commercial or consumer tank car, tank wagon, 
station prices for gasoline do not include taxes; they do, however, tn- 
clude inspection fees as shown in next column. Gasoline taxes, shown in 
separate column, include 1.5c federal, and state taxes; also city and 
county taxes as indicated in footnote. Kerosine tank wagon prices also 
do not include taxes; kerosine taxes where levied are i 
notes. Dealer discounts are shown in footnotes. 
Oct. 3. 1949, as posted by principal marketing 
headquarters offices, but subject to later correction. 


Atlantic White Flash 


ATLANTIC (Regular Grade) 
REFINING Gaso- Gaso- Kero- 


line line sine 
T.W. Taxes T.W. 
Philadelphia, Pa ae 6.5 12.2 
Pittsburg! ; 15.1 6.5 13.35 
Allentown 14.5 6.5 2.8 
Erie 15.1 6.5 13.35 
Scranton 15.1 6.5 13.1 
Altoona +" 15.1 6.5 13.35 
Emporium 15.1 6.5 13.35 
Indiana 15.1 6.5 13.35 
Uniontown 15.1 6.5 13.35 
Harrisburg 14.8 6.5 12.8 
Williamsport 15.1 6.5 13.1 
Dover, Del. 13.8 6.5 12.2 
Wilmington .. 13.8 6.5 12.2 
Boston, Mass. .. = 14.1 4.5 er 
DEE stcccsccscse 86.8 4.5 ° 
WOUNOEEEED «ccccccccovcoe BS 4.5 eee 
Fall River obeeuneda 14.1 4.5 oe 
Hartford, Conn, ..... 14.4 5.5 ‘ 
New Haven , 14.3 5.5 ° 
Providence, R. I. . 14.1 5.5 - 
Atlantic City, N. J 13.7 4.5 12.0 
Camden . ‘ 13.7 1.5 12.0 
Trenton... 3.7 4.5 12.0 
Baltimore, Md. 13.6 6.5 reese 
Hagerstown ‘ 14.4 6.5 cece 
Richmond, Va. .. 13.8 7.5 12.5 
Vilmington, N. C. 14.1 7.5 12.1 
Brunswick, Ga. ... 15.6 8.5 ie 
Jacksonville, Fla. 14.9 8.5 


Mineral Spirits V.M.&P. , 


T.W. T.W. 
Philadelphia, Pa 14.00 16.5 
Pittsburgh, Pa. .... 17.5 18.5 


Fuel Oils—T.W. 


1 2 5 6 

Phila Pa 12.2 11.5 7.29 5.60 
Pittsburgh 12.45 

Allentown 12.8 12.1 

Wilmington, Del. 12.2 11.5 

Dover , 11.5 

Springfield, Mass 12.7 

Worcester 12.2 

Hartford, Conn 11.8 


Taxes: 


Brunswick, Ga., kerosine price does not in- 
clude Ic state tax. 


Notes: 

KXerosine—Thru Penna. & Del., add 2c per 
gal. for t.w. deliveries of less than 25 gals. 
at one time 

Gasoline T.W. prices are to dealers & con- 
sumers; kerosine T.W. prices to consumers. 


Mineral Spirits prices also apply to Stoddard 
Solvent. 


CONT’L (N. B. Prices are Continental’s 
‘‘normal’’ prices. Current sell- 

OIL ing prices may be lower than 
‘‘normal’’ because of local com- 
petition. ) 


Conoco Demand 

N-tane (3rd Gaso- Kero- 

(regular) Grade) line sine 

Tank Wagon Taxes T.W. 

Denver, Colo. ... 14.8 13.8 


7.5 14.7 
Grand Junc 16.9 15.9 7.5 17.1 
Pueblo 15.8 14.8 7.8 15.7 
Casper, Wyo, ... 15.7 14.7 6.5 14.9 
Cheyenne 15.7 14.7 6.5 15.6 
Billings, Mont. . 17.0 16.0 7.5 16.2 
a a 18.0 17.0 7.5 17.9 
Great Falls .... 17.0 16.0 7.5 17.9 
er 16.5 7.5 17.9 
Salt Lake, U. .. 16.4 15.4 5.5 16.5 
Twin Falls, Ida. 19.3 18.3 7.5 19.4 
Albuquer., N. M. 15.7 14.7 9.0 15.1 
loswell 14.8 13.8 9.0 14.4 
Santa Fe ....... 16.0 , 9.5 15.4 
Muskogee, Okla.. 14.0 13.0 8.0 12.9 
Oklahoma City.. 14.0 13.0 8.0 12.9 
_ ere 14.0 13.0 8.0 12.9 
‘Taxes: 


Gasoline tax column includes these city 
taxes: Albuquerque & Roswell, 0.5c; Santa Fe, 
le; Cheyenne, 1c; Casper, lc. 

Notes: 
T.W. prices are to consumers & dealers. 


> Effective Sept 1, according to company 
cc:Tection. Shown incorrectly in Sept. 28 NPN 


October 5, 1949 


These prices in effect 


Tank Wagon Prices 


dealer and service 


icated in foot- 1/20c; N. C. 1/4 


companies at their 


HUMBLE Humble : 
(Regular) Gaso- 

OIL Tank Re- line 

Wagon tail Taxes 
Dallas, Tex. ..... 13.0 18.0 5.5 
WR. WORE .cc.0ss Bee 18.0 5.5 
Houston ....... 13.0 18.0 9.9 
San Antonio ..... 13.0 18.0 5.5 

Kerosine 

Tank Wagon Retail 
Pare, TO, <scce 12.5 17.0 
Ft. Worth - 12.5 17.0 
Houston ..... -— 12.5 17.0 
San Antonio ...... 12.5 17.0 


Notes: 


T.W. prices are to all classes of dealers and 
consumers, 


Esso Gasoline 


IMPERIAL (Regular Grade) 
OIL Kero- 


Gasoline Gasoline sine 
T.W. Taxes T.W. 
Hamilton, Ont. .... 21.5 11.0 23.5 
BOOGERD coovccesess Eee 11.0 23.5 
Brandon, Man. .... 27.2 9.0 29 .2 
WORE = saccerecrs Bee ¥.0 27.4 
Regina, Sask. ..... 24.5 10.0 26.5 
Saskatoon ......... 26.5 10.0 28 .5 
Edmonton, Alta, .. 20.7 9.0 22.7 
Pn ceessecsees BE 9.0 22.7 
Vancouver, B. C. .. 19.5 10.0 24.0 
Montreal, Que. .... 21.5 11.0 23.5 
St. John, N. B. .... 19.0 13.0 22.0 
Halifax, N. S. .... 19.0 13.0 22.0 
Taxes: 


Gasoline taxes are provincial taxes. 


Notes: 

Prices are per imperial gal. which is 1.2 
U. S. gals.—T.W. prices are to divided & 
undivided dealers. 


Fire-Chief Gasoline 


TEXAS 


(Regular Grade) Kerosine 

co. Dealer Gasoline Dealer 

” T.W. Taxes T.W. 
Dallas, Tex. .... 13.0 5.5 12.50 
Fort Worth .... 13.0 5.5 12.50 
Wichita Falls .. 13.0 5.5 12.50 
Amarillo .....+.. 13.0 5.5 12.50 
Tyler . 13.0 5.5 12.50 
El Paso ccccce See 5.5 13.85 
San Angelo ..... 13.0 5.5 12.50 
WO6O ccccccccccs 13.0 5.5 12.50 
BEE: coccrssve 13.0 5.5 12.50 
BEOUEEED ccccecce Eee 5.5 12.50 
San Antonio .... 13.0 5.5 12.50 
Port Arthur .... 13.0 5.5 12.50 
Notes: 


Dealer t.w. prices apply also to all classes 
of consumers with minimum delivery of 50 
gals. 


CALIFORNIA © # FV. R ON pose 
(Reg- Av. Gaso- Kero- 
STANDARD ular) 80/87 line sine 
T.T. T.T. Taxes 17.T. 
San Fran., Cal. .. 14.1 17.6 6.0 18.1 
wos Angeles ...... 13.6 17.1 6.0 17.6 
SOOM ccccccccess 15.5 19.0 6.0 19.5 
Phoenix, Ariz. 16.9 20.4 6.5 20.9 
BOE, TOV. coccece 16.8 20.3 7.0 20.8 
Portland, Ore. 14.7 18.2 7.5 20.2 
Seattle, Wash. 14.7 18.2 8.0 20.2 
Spokane ......... 17.6 21.1 8.0 24.1 
EOE cccssecece BBc¥ 18.2 8.0 20.2 
Boise, Idaho ...... 19.3 22.8 7.5 25.8 
Salt Lake, : ° 16.4 19.4 5.5 16.5 
Honolulu, T. H. .. °14.9 18.4 7.5 18.9 
Fairbanks, Alaska. 26.9 30.4 3.5 36.9 
eee 16.1 19.6 3.5 21 


Taxes: 


Boise 7.5c tax applies to motor fuel only; 
avgas taxes are 1.5c federal, 2.5c state. Hono- 
lulu 7.5c tax applies to motor fuel only; avgas 
taxes are 1.5c federal, 4c territorial; Honolulu 
TT prices also do not include Hawaiian gross 
income tax of 1% to resellers, 25% to con- 
sumers. 


Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c 


Inspection fees per gal., included in both gasoline and kerosine . ‘ices, 
unless otherwise specified, are as follows: 


Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 2/25c; 
Kans, 1/100c, La. 1/32c; " 2/1 

c; N. D. 1/20c; Okla. 2/25c; S. C. 1/8c; 8. D. 1/40c; 
Tenn, 2/5c; and Wisc. 3/100c. 


Minn. 5/200c; Mo. 1/25c; Neb. 2 ; Nev. 


; Mich. 1/5c 


California Standard (Cont.) 


Notes: 

Prices for Chevron Supreme (Premium) are 
2c higher than Chevron (regular), except Utah 
which is 1.5c higher than Chevron (regular) 
Prices for Chevron Aviation 91 are 2c above 
Chevron Aviation 80/87; for Chevron Aviation 
100, 5c above Chevron Aviation 80/87; for 
Chevron Aviation 115. 8c above Chevron Av- 
iation 80/87. 

Base kerosine t.t. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over, 
deduct 4c: tank car-truck trailer, deduct 5.5c. 

Effective Aug, 22 


ESSO 
STANDARD 


Esso Gasoline 
(Regular Grade) Kero- 
WUasoline Gasoline’ sine 
; Taxes T.W 


Atlantic City, N. J 13.7 4.5 12.0 
Newark 13.7 4.5 2.0 
Baltimore, Md. . 13.6 6.5 11.8 
Cumberland ooee 14.8 6.5 13.1 
Washington, D. C. . 14.0 5.5 12.2 
Danville, Va. ...... 14.5 7.5 13.1 
ee 14.1 7.5 12.7 
oy eee ‘ 13.4 7.5 12.1 
Richmond .. “aed 13.8 7.5 12.5 
Roanoke ..... ‘ 15.4 7.5 14.0 
Charleston, W. Va 15.4 6.5 14.7 
Fairmont ...... 15.3 6.5 15.0 
Parkersburg ..... 15.3 6.5 13.3 
Wheeling ..... 15.0 6.5 15.9 
Charlotte, N. C. . 15.0 7.5 12.8 
SRIGSET ccc cnvovcs 15.2 7.5 13.0 
me, GP cccctecee 15.5 7.5 13.3 
ee 15.2 7.5 13.0 
Salisbury ........+.- 14.8 7.5 12.5 
Charleston, 8. C. .... 13.9 7.5 
Columbia ....... o6 15.3 7.5 
Spartanburg eres 14.5 7.5 eee 
New Orleans, La. .... 13.8 10.5 11.6 
Baton Rouge ...... 13.5 10.5 11.2 
Alexandria .......... 14.8 10.5 12.7 
Lake Charles ........ 13.6 10.5 12.0 
Bhrevewert acccccccee 15.0 10.5 11.7 
New Iberia .......... 13.8 10.5 11.6 
Knoxville, Tenn. ..... 14.8 8.5 12.5 
Memphis ......... 14.7 8.5 12.4 
Chattanooga ........ 14.7 8.5 12.4 
Nashville TTT Ti 15.2 8.5 13.0 
Little Rock, Ark. .... 15.1 8.0 13.1 
Mineral Spirits V.M.&P. 

T.W. T.W. 
Newark, N. J. ... 15.0 16.5 
Baltimore, Md. _ 17.5 22ae 
Washington, Db. C. .. 17.5 


FUEL OILS—T.W. 


No.1 No.2 No.4 No.6 
Atlantic City, N. J. 12.0 11.5 $3.104 see 
Newark 12.0 11.5 °$3.204°$2.456 
Baltimore, Md 11.8 11.4 °$3.14 °$2.39 
Washington, Db. C. 12.2 11.8 °$3.25 °$2.49 
Norfolk, Va. .... 12.1 11.0 wer 
Danville ° ‘ . 12.1 
Petersburg ...... 12.7 aoe 
Richmond .. oe Saee 11.4 
Roanoke . : . 13.0 
Charlotte, N. C... 12.8 11.9 
Hickory .. , . 13.0 12.2 
Raleigh rere 12.4 
Charleston, 8. C. 11.2 
Columbia ; 12.5 
Spartanburg 11.7 


Taxes: Louisiana kerosine prices do not in- 
clude lic state tax. 


Naphtha—Newark t.w. prices are for de- 
liveries of 200 gals. or more; less than 200 
zals., 0.5c over posted t.w. prices; steel barrel 
eliveries, 6c over posted t.w. prices. Balti- 
more & Washington prices are for t.w. de- 
liveries of 25-99 gals., no discounts. 

Notes: 


Gasoline T.W. prices are to consumers & 
dealers, 


Effective 4-6-49, minimum retail resale 
price of 17.7c (ex tax) for Esso Gasoline 
posted throughout New Jersey. 

° Effective Sept. 16. 
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Tank Wagon Prices (Continued) 
SOCONY 
VACUUM 


Mobilgas Aircraft s/V 3/V 
re Grade Grade Mobilgas Mobilfuel MOBILHEAT Ne. 4 No. 6 
Gasoline 8u 91 100 (Regular Grade) Mobil Kerosine Diesel , (No, 2 Fuel) Fuel Fuel 
Taxes T.W. T.W. T.W. T.c, T.W. T.C { T.W. T.C, wowte T.C, Yard T.W. Tr.W. T.W. 
New York City: - BeOS : 
Manh. cee 5.5 viaeie oe ee 14.1 12.: 12.1 . 11.¢ 1.02 ». 00 
Bronx, 5.5 coe eee ee 14.1 7 AZ. 12.1 1 11.4% v2 >. 60 
Kings 5.5 sees cee oe 14.1 ) 12.5 12.1 ° ».0 - t v2 ». 60 
Queens 5.5 eee hal tac 14.1 ee 12.5 12.1 : 11 .¢ Ue ».60 
Richmond 5.5 - 19.4 —_ 14.2 9.0 9.S 13.0 12.1 S.€ 8.9 11.¢ 02 9 60 
Albany, N. 5.5 21.3 22.3 24.8 12.8 13.8 9.2 9.4 12.5 ».2 12 0 S.S ».0 11 5.8 6.19 
Binghamton 5.5 as owe cess 14.4 15.5 10.6 10.5 13.7 . 13.1 10.1 10.3 12.¢ owes 
Buffalo ........ 5.5 20.5 21.5 24.2 13.8 14.8 10.5 10.7 13.8 10.4 13.3 9.9 10.1 12.8 8.4 
Jamestown 5.5 21.8 anee eeee 14.3 15.4 10.5 10.7 14.0 13.0 9.9 10 1 12 5 : pea 
Mt. Vernon 5.5 ae oat 14.3 os 9.8 12.9 12.6 ° 9.2 12 1 22 
Plattsburg 5.5 bs ae ao eee aes 15.3 10.4 10.4 14.2 10.0 10.2 12.8 
Rochester 5.5 20.4 21.4 23.4 14.1 15.2 10.3 10.5 13.6 ‘ 12.9 9.8 10.0 12.4 
Syracuse wee 5.5 22.0 23.0 25.0 13.8 14.8 10.3 10.5 13.6 10.2 12.8 .7 9.9 12.3 
Bridgeport, Conn. 5.5 are is eet oe re 14.3 9.1 9.1 . . hae 8.7 8.7 11 $ 
Danbury . . 5.5 ike 14.9 ‘ 11.2 . ° 9.5 le l 
Hartford are 5.5 oe So 13.1 14.4 9.5 > 1: 1.6 12.; 4 1 y.1 il : 
New Haven 5.5 20.3 13.0 14.3 9.1 Pi ; 9.2 11.9 8.7 8.7 11.4 
Bangor, Me, 7.5 24.8 - wah 13.4 14.8 10.0 14.0 10.2 13.3 9.6 12.7 
Portland err 7.5 22.4 23.4 es 12.9 14.1 9.3 i3.3 9 12.3 8.9% 11 ‘ 
Boston, Mass + £e 19.0 20.0 22.0 12.9 14.1 9.2 13.3 9.3 12.4 S.S 1 
Concord, N. H. . 8.5 wr vow x eee jane 15.1 7 13.1 ¥ 10.5 12.¢ 
Lancaster ° »>.5 -* 16.4 15.5 14.5 — 11.7 14.0 
Manchester ...... 5.5 iis os wanes 14.6 ame 10.7 14.3 ‘ 13.2 , 10.4 12.7 
Providence, R. I... 5.5 18.9 19.9 21.9 12.9 14.1 9.2 9.9 13.1 9.3 12.2 S.S . 12.6 
Burlington, Vt. ... 6.5 eed vee see 13.9 14.9 10.5 10.5 : 10.6 13.4 9.8 9.8 12.4 
ae 6.5 enews oa 15.5 11.0 : 13.5 10.5 12 eas 
Tank Wagon Prices Buffalo N. Y. City Rochester Syracuse Boston Hartford Providence 
IY I i an, use ae Nal ty ec in Wd el a 16.5 15.0 18.0 19.0 16.0 17.5 16.5 
Ps Sy: cect eweeastnenesnseoneean 18.5 16.5 19.5 25.5 17.5 19.0 18.5 


Taxes: N.Y.C. prices do not include 2% city sales tax applicable to price of gasoline (ex tax). 
Discounts: 


Mobil Kerosine—Mt. Vernon, T.W. less 0.3c for deliveries of 300 gals. or more. 
Mobilfuel Diesel—0.5c for single delivery of 800 gals. or more. 


Notes: 


Gasoline T.W. prices are to Consumers & Dealers. 
Syracuse V.M.&P. price is in steel barrels. Jamestown t.c. prices are delivered prices; all other t.c. prices are FOB bulk terminals 


OHIO 


viation Gasoline-Cons. T.W. Sohio X- asoline 
STANDARD Aviation Gasoline-C T.W hio X-70 Gasolin 
Sohio Esso (Regular-Grade) Naphthas & Solvents—Cons. T.W. 
Avia. Avia, Esso Esso Con- Re- S.R. D.C. V.M.&P. 0 . : 
Gasoline 62 80 Avia. Avia. sumer _sell- Sol- Naph- Naph- Varno- Sol- Kerosine No. 1 No. 2 
Taxes Clear Clear 91 100 T.W. ers 8.8. vent tha tha lene vent T.W. Sohio-Heat Sohio-Heat 
Akron 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Canton ... 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Cincinnati . 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Cleveland 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Columbus 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Dayton 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
BED 606 6 5.5 20.0 22.0 23.0 26.0 18.5 15-0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Mansfield 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Marion ... 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Portsmouth 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Toledo .... 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Youngstown 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 
Zanesville . 5.5 20.0 22.0 23.0 26.0 18.5 15.0 19.0 19.5 20.5 20.5 20.0 20.0 13.5 13.5 12.70 


Taxes: Effective Jan. 1, 1948, hangar operators can purchase aviation gasoline less 4c per gal. State Road Tax by supporting purchase with State Tax 
Exemption Form A-10 to supplier. 


Discounts: Esso Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 
Fuel Oils—Prices shown are for t.w. & drum deliveries of 50 gals. or more; prices for deliveries of less than 50 gals. are 0.5¢ higher. 
Naphthas—To contract consumers off t.w. prices (except Lucas County) 300 to 999 gals., 05c; 1000 to 2499 gals., 0.75c; 2500 to 4999 gals., 1c; 
5000 or more gals., 1.5c. Lucas County: less than 50 gals., tank wagon price, 50 to 249 gals., 05c; 250 to 499 gals., 1c; 500 gals. or over 1.5¢c. 


Notes: Renown (third-grade) gasoline prices are same as X-70 unless otherwise noted. S.S. prices are at company-operated stations 


INDIANA STANDARD KENTUCKY Crown Gaso- Kero- 


oe — one 
ealer axes T.W. 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard of STANDARD 
Indiana bulk plants where the company’s prices are publicly posted Covington, Ky. ... 13.8 8.5 14.3 
Red Crown (Reg. Grade) Lexington ......... 16.3 8.5 14.0 
Red Cr'n. Red Cr'n. Stanolex Furnace Oil Louisville ......... . 15.5 8.5 13.3 
Cons. Dir. Gasoline  Kerosine 100 gals. PRE on cscsacee 15.4 8.5 13.0 
Tw. T.W. Taxes 7a. 1-99 gals. & over Jackson, Miss. ... 15.4 7.5 12.9 
Chicago. IN 17.5 5 15 14.7 7" fo ee 14.9 7.5 12.4 
South Bend, Ind 1S.0 16.5 5.5 15.2 13.7 12.7 Birmingham, Ala, .... 15.4 8.5 13.2 
Detroit, Mich 16.0 15.4 1.5 14.4 13.5 12.5 BEE «see dcaccccscsee. Be 9.5 12.9 
St. Paul, Minr 17.5 16.0 6.5 14.9 12.7 11.7 ‘Montgomery .......... 15.5 9.5 13.3 
ggg gy as ie 7 os 9 ae Atlanta, Ga. ......... 15.6 8.5 13.0 
Wichita. Kans 44 14.0 65 12.7 10.9 49 AM cctocesscises MBS 8.5 13.7 
Omaha, Nebr 17.0 15.5 7.5 14.2 12.6 11.6 BERGE ccccecoecs »eccee Bee 8.5 13.1 
Fargo, N. D IS.3 16.8 5.5 15.5 13.8 12.8 DEORE. sxesisiosces BD 8.5 12.7 
Huron, S. D IN.2 17.2 a.5 15.4 13.7 12.7 Jacksonville, Fla. ..... 14.9 8.5 12.7 
Milwaukee W ise 17.6 16.1 5 5 14.8 13.3 12.3 : 
= a eee, 8.5 13.0 
Fuel Oils T. W.—Chicago, Hl. PEL webasseacinnn “ae 9.5 12.6 
Standard Stanolex Stanolex Stanolex TAMPA «eee eeeeeeeesee 14.9 8.5 12.7 
Heater Oil Furnace Oil Fuel A Fuel ¢ Taxes: 
1-99 gals. 14.2 13.2 1-749 gals \.4 7.25 Gasoline tax column includes these city & 
100-149 gals 13.2 690 gals. & over *.65 6.5 county taxes: Mobile, 2c city; Birmingham, ic 
150 gals. & over : 12.7 county; Montgomery, lic city & 1c county; Pen- 
150-399 gals. . nd 12.2 sacola, lc city. Other taxes not included in 
100 gals. & over _ £3..7 prices: Georgia, kerosine, 1c; Montgomery, 
. kerosine Ic; ississippi, kerosine 0.5c. 
anes: 
St. Loui Mo. gasoline tax includes le city tax Des Moines, la. Kerosine and furnace oil Notes: 

| ‘ nelude 4de state tax State sales, occupation, consumer & use taxes to be added where ap- 


Consumer t.w. prices are same as net dealer 
prices. 
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,SPLAYED: Advertisements set in special 
$10.00 per column inch. 


UNDISPLAYED: ‘'For Sale’’, ‘Wanted to Buy”, 
“Business Opportunities’’, Miscellaneous classifica- 
tions set in type this size without border—25 cents a word. Minimum 


charge, $6.25 per insertion 


CLASSIFIED 


type or with border— 


“Help Wanted”, 





3 words. 


‘Position Wanted’’—10 cents a word. Minimum charge §2 per insertion 
Box number counts 
preceding date of issue. 

All classified advertisements are payable in advance. 


Copy must reach us by Wednesday 


No agency commission or cash discounts on classified advertisements. 





For Sale 
FOR SALE: Twi +100 gallon three com- 
partment single axie trailers Three-inch 
lines, no leaks, ready to work 41 Progress 
$975 42 Butler $1,250 ALLDREDGE OIL 


COMPANY, Mt. Vernon, Indiana 





FOR SALE 
STEEL STORAGE TANKS 


3 — 8000-Gallon, Tank Car 
Tanks, Coiled and Non- 
coiled 


10—10,000-Gallon, Tank Car 
Tanks, Coiled and Non- 
Coiled 


OTHER TANKS TOO! 
Also Complete Tank Cars! 


IRON & STEEL PRODUCTS 
INC. 


13456A S. Brainard Ave., 
Chicago 33, Illinois 


““ANYTHING containing IRON 
or STEEL’’ 











For Sale 
FOR SALE: 1000 gallon four compartment fuel 
oil tank on model 702 White truck, pump, me 
ter hose and reel Need larger equipment 
Complete unit $1595 W. B. POLSTON, 3637 
N. Leavitt, Chicago, Illinois, Phone: Graceland 
22-4086 
FOR SALE 
Three (3) 2” Viking Stationary 
Pumps Complete with 3 H.P., 220 


Volt, 3-Phase General Electric Motor, 
Lunken Heime by-pass Relief Valves. 


Ready to go to work. 


BOX 257 








STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000-Gal. Cap. 
Coiled and Non-Coiled 
Cleaned—Painted—Tested 
Heavier—Safer—Cheaper 
Other Tanks Too 


Also—Complete Tank Cars 
8,000 and 10,000-Gal. Cap. 
Your Inquiries Solicited 
NEWHALL-MARSHALL- 
WOOD, INC. 

30 Church Street 
New York 7, N. Y. 
Phone: COrtland 7-8090 





For Sale 





FOR SALE 


Grease manufacturing and oil com- 
pounding business located in an Eastern 
city on a R.R. siding with tank storage 
of 90,000 gallons 


WRITE BOX 258 








STEEL DRUMS 


We can furnish you with bung 
type and full open head steel 
drums and pails suitable for 
lubricating oils, greases, fuel 
oils, etc. Let us 
have your inquiries. 


At any point. 


BUCKEYE COOPERAGE COMPANY 


3800 Orange Ave. Cleveland 15, Ohie 
Phone EXpress 3383 




















Position Wanted 


POSITION WANTED: Lubrication Engineer 
graduated in Petroleum Engineering, desires 
position in industrial sales work Varied ex 
perience in steel mill lubrication Box 257 





Refiner Takes Issue with IPAA’s Counsel Brown 
On Refinery Profits at Current Crude Prices 


When Russell B. Brown, Indepen- 
dent Petroleum Assn. of America 
counsel, recently loosed one of his 
most vitriolic denunciations of Amer- 
ican oil companies operating overseas 
(NPN Sept. 14, p. 18), he was aiming 
to further the effort of Independent 
producers in placing curbs on oil im- 
ports. 

However, V. E. Smith, vice presi- 
dent of Petrol Refining Inc., Texas 
City, Tex., read Mr. Brown’s report 
letter to IPAA membership and 
came up with these observations 
(partial text of a letter Mr. Smith 
wrote to Mr. Brown): 


The purpose of the release was to 
show that there were large profits 
possible in the refining industry, by 
pointing out that there now existed 
a difference between crude costs and 
product sales prices of 79c per bbl. 


Personally, I think the purported 
weighted averages are incorrect and 
inconsistent with actual figures, and 
such reports tend to confuse and do 
harm to Independent producers, roy- 
alty owners and Independent refiners. 


The figures used for the price of 


October 5, 1949 


crude oil are apparently based upon 
a low gravity, low quality crude, 
without due regard to quantities of 
such crude produced. The figures 
do not, apparently, take into con- 
sideration any transportation costs of 
moving crude oil. 


The figures for products apparent- 
ly do not take into consideration 
the blendings, leading and freight 
costs of gasoline, The figures ap- 
parently ignore blending, transpor- 
tation and storage costs of products 
other than gasoline. 


In few fields do we find crude oil 
prices for 36 to 36.9 API gravity 
crude quoted as low as your report 
shows. When transportation costs 
and transportation loss costs are 
added to those few postings below 
$2.54 per barrel, the refinery deliv- 
ered costs are above such figures 
shown. 

Only by using the correct percent- 
age of low priced crude as against 
the percentage of higher priced crudes 
could a weighted average of costs 
be made accurate. 


It is my personal opinion that such 


reports should be mathematically cor- 
rect before publication. The only 
purpose served by publication of the 
reports as now compiled is to con- 
fuse the public and create resentment 
against prices of crude and products. 


It appears that the correct report- 
ing of any, such possible difference 
in crude and product prices would be 
to cover separately those areas of 
high crude production and _ those 
areas showing high manufacturing 
figures. It is doubtful if there is 
any refinery now showing a profit of 
8c per bbl. The possible exception 
may be those refineries operating on 
Middle East crudes. 

Average crude oil cost delivered to 
Gulf Coast refiners from all fields 
in Texas and Louisiana is almost 
$3 per bbl. for 38 to 38.9 API gravity. 
Weighted average prices quoted in 
“Platt’s Oilgram Prices” for Septem- 
ber 8, 1949, indicate a spread of 44c 
per bbl., assuming refinery yields as 
follows, and assuming 50% of gaso- 
line sold as premium instead of house- 
brand. 


Gasoline 50 at average of .1111 


per gallon 

Kerosine 5% at average of .08026 
per gallon 

No. 2 Oil 25°% at average of .0725 
per gallon 


No. 5 & No. 6 Oil 18% at average of .0374 
per gallon 
Gas & Loss 2% 


If you consider the fact that most 
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Statisr ics 





GASOLINE CONSUMPTION BY STATES IN JUNE** 


Tax Rate+ 





June May, 1949 

Cents Gallons 
Arizona : ‘ . 5 17,656,000 
Arkansas. acd 6 31,280,000 
California H 311,553,000 
Colorado ‘ 6 5,000 
Connecticut sis 4 2,000 
Delaware 5 000 
Dist. of Columbia 4 2,000 
Florida . 7 000 
Georgia 6 000 
Idaho ‘ 6 3,000 
Illinois K 3,000 
Indiana F 4 000 
lowa r 1 95,946,000 
Kansas 4 61,013,000 
Kentucky 7 47,791,000 
Louisiana . ‘ 9 40,253,000 
Maine . : é 6 18,778,000 
Maryland 5 $1,506,000 
Massachusetts 3 78,415,000 
Michigan . ‘ 3 153,146,000 
Minnesota 1 84,.892.000 
Mississippi 6 35,607,000 
Montana 5 19,666,000 
Nebraska . ‘ 6 $41,197,000 
Nevada 1 5,712,000 
New Hampshire i 10,282,000 
New Jersey 3 100,005,000 
New Mexico 7 18,224,000 
New York i 212,533,000 
North Carolina 6 71,913,000 
North Dakota 4 31,468,000 
Ohio 4 186,826,000 
Oregon - 5 41,747,000 
Pennsylvania 5 198,048,000 
Rhode Island 4 13,252,000 
South Carolina 6 35,090,000 
South Dakota 4 28,254,000 
Tennessee 7 $58,227,000 
Texas 4 252,789,000 
Utah 4 16,164,000 
Vermont 4\ 8,020,000 
Virginia 6 58,020,000 
Washington 6! 53,667,000 
West Virginia 5 31,220,000 
Wisconsin 1 85,043,000 
Wyoming i 10,028,000 


Total 46 States ..«. 3,146,619,000 
Daily Average oe 101,504,000 
Change from previous year: 
Total Change 
Percentage change in Daily 
Average 


Alabama ‘ 6 ; a _ 
Missouri . 2 94,634,000 
Oklahoma . 6! 64,531,000 


§ Revised 

+ These are State tax rates per gallon In 
creased as follows: 
and Pennsylvania one (1c) cent June 1st. 

t Not available at time of publication. 

** In general, 
taxable purpose. 


addition there is the Federal tax of One and 
Delaware one (lc) cent June 16th; Nebraska one ¢) cent May 25th; 


(American Petroleum Institute Figures) 


















—Month of June 
June, 1949 June, 1948 *48-"49 
Gallons Gallons “| Change 
18,263,000 18,347,000 0.46 
30,877,000 28,202,000 + 9.49 
324,945,000 331,990,000 0.91 
40,336,000 38,493,000 4.79 
42,580,000 39,561,000 7.63 
8.716, 000 7,693,000 4+-13.30 
15,242,000 14,458,000 5.42 
60,505,000 59,308,000 i. 2.6 
56,861,000 53,625,000 + 6.03 
18,334,000 16,693,000 -+- 9.83 
192,495.000 180,719,000 6.52 
102,511,000 100,256,000 3.25 
SS.337,000 80,974,000 + 9.09 
78,651,000 69,979,000 +- 12.39 
45,759,000 3,973,000 + 4.06 
$1,454,000 46,958,000 +-12.17 
20,337,000 19,490,000 4.35 
43,169,000 39,118,000 10.36 
84,018,000 77.978, 000. 7.75 
161,170,000 154,563,000 + 4.27 
S3, 882,000 79,131,000 + 6.00 
33,745,000 29,994,000 4-12.51 
25,591,000 19,573,000 130.75 
39,687,000 37,032,000 7.17 
7,407,000 6,671,000 11.03 
11,703,000 10,694,000 + 9.44 
109,489,000 97,094,000 25 Fe 
17,393,000 17,867,000 2.65 
227,123,000 206,749,000 9.85 
70,003,000 65,891,000 6.24 
27,248,000 26,817,000 1 1.61 
185,732,000 178,531,000 + 4.03 
47,534,000 44,338,000 4. 7.88 
.816,000 176,860,000 4.55 
3,569,000 13,441,000 1 0.95 
739,000 32,587,000 + 9.67 
.§ 000 23,296,000 +15.69 
55,089,000 48,999,000 12.43 
248,496,000 232,181,000, L 7.03 
17,369,000 17,158,000 4. 1.23 
9,686,000 8,281,000 416.97 
68,511,000 61,373,000 +-11.63 
000 56,563,000 + 3.12 
32,000 30,816,000 tL 0.05 
277,000 84,029,000 + 5.06 
13,421,000 11,591,000 +15.79 


3,196,480,000 3,029,935,000 
106,549,000 100,998,000 


+.166,545,000 

+-5.50° ae . ~ 
39,456,000 
90,789,000 
62,999,000 


ee 


~ 





16,782,070,000 


one half cents (1%c) per gallon. 


——6 Months Ending With—— 6 Months 


June, 194% dune, 1948 *48-'49 
Gallons Gallons “| Change 
104,659,000 102,351,000 ij. £2 


167,862,000 149,442,000 


+12.3% 








831,140,000 1,770,341,000 + 3.43 
189,736,000 180,778,000 + 4.96 
220,010,000 205,597,000 + 7.01 

43,882,000 39,575,000 + 10.88 

87,779,000 81,351,000 4. 7.90 
401,177,000 377,160,000 6.37 
335,464,000 309,622,000 + 8.35 
81,238,000 78,869,000 + 3.00 
005,347,000 947,027,000 6.16 
537,470,000 509,917,000 + 5.40 
434,074,000 419,566,000 + 3.46 
325,043,000 313,048,000 + 3.83 
251,690,000 235,832,000 + 6.72 
231,197,000 209,473,000 1.10.37 
95,300,000 92,266,000 + 3.29 
227,900,000 212,012,000 + 74.93 
430,884,000 400,571,000 7.5% 
830,955,000 821,631,000 + 1.13 
397,847,000 381,005,000 + 4.42 
194,810,000 169,758,000 + 17.76 
101,798,000 90,810,000 12.10 
191,378,000 188,914,000 1.30 
29,959,000 29 449,000 + 1.73 
54,915,000 53,179,000 + 3.26 
568,382,000 509,237,000 11.61 
96,750,000 92,096,000 + 5.05 
,144,152,000 1,050,601,000 8.90 
403,594,000 366,539,000 10.11 
116,942,000 107,801,000 1 8.48 
987,723,000 935,916,000 +. 5.54 
222,417,000 214,548,000 +- 3.67 
988,267,000 928,830,000 +. 6.40 
74,110,000 71,442,000 1. 3.73 
204,469,000 184,832,000 1.10.62 
121,728,000 114,484,000 + 6.33 
304,565,000 272,193,000 +.11.89 
,324.804,000 1,290,115,000 +. 2.69 
85,236,000 82,594,000 + 3.20 

42,400,000 39,489,000 a». T.3t 
351,923,000 317,878,000 10.71 
289,317,000 287,358,000 1 0.68 
172,940,000 159.2 000 --12.94 
423,600,000 411,854,000 L 2.85 
55,237,000 51,662,000 1. 6.92 





15,858 ,368,000 
87,134,000 





92,719,000 


+.923,702,000 


+ 6.41% 
228,891,000 


471,785,000 
288,050,000 


State rates were in- 


New Mexico two (2c) certs June 10th; Oklahoma 


these figures include all gasoline sold or consumed within the confines of the state, regardless of whether it was for a taxable or non- 





sellers must sell their products on 
“Platt’s Oilgram Prices” low quotes, 
the picture is entirely different: 


Gasoline 590° at average of .10416 
per gallon 

Kerosine 5% at average of .07375 
per gallon 

No. 2 Oil 25° at average of .0700 
per gallon 

No. 5 & No. 6 Oil 18% at average of .0364 
per gallon 

Gas & Loss 2 


These figures then indicate a spread 
between crude and product prices of 
approximately 23c per bbl. If you 
add transportation costs to East 
Coast points of .006c per gallon, your 
spread between crude and products 
delivered at East Coast points be- 
comes a minus figure, leaving nothing 
for operating costs, amortization or 
profit. 


Oil Refining Dividends Rise 

WASHINGTON Publicly reported 
cash dividends paid by oil refining 
industry increased more than 3% 
during August 1949 as compared to a 
year ago, rising from $9.7 million to 
$10.0 million, Commerce Department 
reports. 
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Self-Pressurizing Claimed 
For New Plug Valve Lube 
A new lubricant for use in pres- 


surized plug valves is said to have 
the characteristics for absorbing and 


holding within itself energy to be 
used in distributing its lubricating 
qualities throughout a_ lubrication 


system for a long period of time. 


Developed by the Nordstrom Valve 
Division of Rockwell Manufacturing 
Co., the new lubricant is called “Hy- 
permatic.” It is compressed, creating 
an “energized” condition, which man- 
ufacturer claims will automatically 
feed lubricant to seal seating sur- 
faces and fill voids within the valve. 
It retains its energy for multiple 
valve turnings and may be _ re- 
energized, when the pressure finally 
subsides, by simply adding more of 
the lubricant to refill the valve cham- 


bers or by turning the lubricating 
screw, company says. 
Performance of Hypermatic in a 


closed reservoir may be compared to 


the action of compressed air which, 
by reason of its compression, has 
stored within itself sufficient energy 
to permit intermittent or continuous 
work to be done as the air is bled 
off. 

The new lubricant is applied either 
in stick form or by a high pressure 
grease gun. It continues to exert 
pressure to fill lubricating voids un- 
til the confined pressure within the 
valve drops to a minimum of 50 Ibs., 
company claims, and is successful in 
operation at temperatures ranging 
from minus 20 to plus 300° F. 

Although developed for lubricated 
plug valves, company believes later 
tests may reveal other uses. 


Oklahoma Skimming Plant Sold 

OKLAHOMA CITY—Final papers 
were being signed Sept. 30 in the 
sale of Denver Producing & Refining 
Co.’s 2,000 b/d skimming plant near 
Edmond, Okla., to the United States 
Pipe & Supply Co. of Edmond, ac- 
cording to T. J. Welfelt, general man- 
ager of Denver. 
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Pennsylvania Oil Other Than Lubes at Refineries 


(Compiled by National Petroleum Assn. from report of all region 


refiners. 


1. Naphthas & Gasoline 


(1) Straight run, unblended 
for sale as motor fuel 
(2) 


or further 
further 
leading teas 
(3) Below 65 octane, not 
(2) above : : 
(4) 65 octane and above 


refining or 


(does not 
3. Kerosine 


include refinery 


and /or 


held 


included in 


nay 


4. 36/40 gas oil (include furnace oil) 


5. Fuel Oil (not reported 

6. Oils held as cracking plan 

7. Non viscous neutral ....... 
8. Wax distillate 

9. Crude Petroleum 


10. Wax (lbs.) 


above) ae weve 
charging stocks 


Figures in bbls.) 


unleaded, 


Naphtha and gasoline, for sale for blending 
at refinery 
distillation, reforming, blending or 


for 


(1) or 


Salable naphthas other than motor fuel material 
process 


yhthas) 


sS 


,233,341 8,666, 





1949 1949 
duly June 
2,548 2,635 
209,704 161,514 
2,563 2,004 
223,288 245,373 
13,046 9,25 
&5,. 989 84,5 
90,046 77,58 
40,053 36 
342,064 338, 4 
31,505 25, 
117,640 103, 
31,816 28 


Pennsylvania Lubricating Oils at Refineries 


(Compiled by National 


1. Raw Long residuum 

2. 600 steam refined stock 

3. Other steam refined stock nica 

4. Finished dewaxed long residuum 

5. Bright stock ..... ‘edn etenane 

6. Viscous neutral, below 180 vis 
but not below 142 vis. @ 

7. Viscous neutral, 180 vis. @ 
and above 


Petroleum Assn, 
refining Pennsylvania Grade crude oil. 
gals.) 


Pro- 
duction 
1949 
duly 
16,471 
173,894 
42,321 
9,595 
109,087 


40,852 


74,955 


from 


In- 

ventory 

1949 

duly 
30,241 
236,396 
73,804 
44,466 
271,650 


af 


206, 


147 


232,228 


reports 
Figures in bbls. 





District 5 Demand 


(Bureau of Mines Figures in thousands of bbls. daily) 


Gasoline & Naphtha 
Liquefied Petroleum 
Kerosine & Kerosine 


Gases 
Distillates 


Lubricating Oils & Distillates 
Stove Oil & Diesel Oil 
Fuel Oil 


Asphalt & Road Oil 


duly 


1949 
376 
14 
11 
16 
7s 
261 


40 





of companies 


of 42 U. 8. 
Pro- In- 
duction ventory 
1949 1949 
June June 
15,555 22,155 


247,660 
51,734 
10,274 


239,635 
83,300 
45,720 


Production of Natural Gasoline 


(Bureau of Mines figures in gals., 000 omitted) 


East Coast ‘ 
W. New York 
W. Pennsylvania 
West Virginia 
Ohio 
Illinois 
Kentucky 
Michigan 
Kansas - 
Oklahoma 
Texas: 
Gulf 
East Texas 
Panhandle 
Other 
Arkansas 
Louisiana: 
Gulf 
Inland 
Mississippi 
New Mexico 
Colorado 
Montana 
Utah 
Wyoming 
California 
Total 
Daily 


average 


1949 
June 


5.053 
92,141 
502,053 
16,735 


* Colorado and Utah drip gasoline included with 


October 5, 1949 


178,228 362,773 
74,418 203,959 
102,257 289,308 
dune duly 
1949 1948 
389 380 
16 18 
10 13 
18 15 
S6 93 
265 32 
41 43 
1949 
May 
792 
14,017 
395 
10,850 
5,056 
333 
8,116 
40.868 


255,168 
68,143 
28,329 
52,129 

106,567 

7,910 
61,985 


nme 


29,572 


29 
4 


5,154 
95,729 
523;520 
16,888 


Wyoming. 





Statistics 





Dealer and Service Station Prices for Regular-Grade 
Gasoline in 50 Representative Cities* 


City 


Average United 
Portland, Maine 
Manchester, N. H 
Burlington, Vt. 
Boston, Mass 
Providence, R. I 
Hartford, Conn 
3uffalo, N. Y. . 
New York, N. Y 
Newark, N. J 


State 


Philadelphia, Pa. 
Dover, Del. 
Baltimore, Md 


Washington, D. C. 


Charleston, W. Va 
Norfolk, Va 
Charlotte, N. C 
Charleston, 8S. C. 
Atlanta, Ga, . ys 
Jacksonville, Fla. 
Birmingham, Ala. 
Vicksburg, Miss 
Memphis, Tenn. 
Lexington, Ky. 


Youngstown, Ohio 
South Bend, Ind. 
Chicago, Il. 
Detroit, Mich 
Milwaukee, Wis ‘ 
Twin Cities, Minn. 
Fargo, N. D. 
Huron, 8. D. 
Omaha, Neb 

Des Moines, Iowa 
St. Louis, Mo 
Wichita, Kans 
Tulsa, Okla, 
Little Rock, 
New Orleans, La. 
Houston, Texas 
Albuquerque, N., 
Denver, Colo. 
Casper, Wyo. 
Butte, Mont. 
Boise, Idaho 
Salt Lake City, 
Reno, Nev. 
Phoenix, Ariz 
San Francisco, 
Portland, Ore 
Spokane, Wash. 


Ark. 


Mex. 


States.. 


Utah 


Calif 








September 1, 1949 


—( ents per Gallon 
Indicated Gasoline 
(Ine. 1.5 
federal tax) 


Dealer's 

Net Price Dealer 

(Ex tax) Margin 
15.15 5.20 
14.10 ». 00 
14.60 5.50 
14.90 5.10 
14.10 5.10 
14.10 4.90 
14.40 4.90 
14.80 5.00 
14.10 6.40 
13.70 5.60 
14.20 4.80 
13.80 5.70 
13.60 5.40 
14.00 5.50 
15.40 6.20 
13.40 6.10 
15.00 5.50 
13.90 5.90 
15.60 5.40 
14.90 4.60 
15.40 5.60 a 
14.90 6.10 
14.70 5.80 
16.30 4.00 
15.00 4.00 
17.00 5.50 
15.90 4.60 
15.40 5.03 
14.40 4.50 
16.40 5.60 
17.40 4.70 
16.90 4.80 
15.70 4.00 
15.80 4.70 
15.70 5.30 
14.10 4.30 
14.00 5.50 
15.10 5.40 
13.80 6.20 
13.00 5.00 
15.60 5.40 
14.80 4.70 
15.70 6.80 
16.00 4.50 
19.30 4.70 
16.40 5.10 
16.80 5.00 
16.90 5.00 
14,10 5.00 
14.70 5.80 
17.60 5.00 


* Includes City Tax of lic per gallon. 
** Includes City Tax of 0.5¢c per gallon 
*** Includes County Tax of 1.5¢ per gallon 
API figures as reported by The Texas Co 


6.64 
7.50 
».50 
6.51 
1.50 
».50 
i] 0) 
> 
».50 
1.50 
H.o0 
5.00 
6.50 
) > 
6.50 
7.50 
7.50 
7.50 
S.00 
8.50 
R50 
7.50 
8.50 
S& Dt 
5.50 
5.50 
4.50 
4.50 
5.50 
6.50 
5.50 
5.50 
7.50 
5.50 
4.50 
6.50 
s.00 
S00 
10.50 
5.50 
9.00 
7.50 
6.50 
7.50 
7.50 
5.50 
7.00 
6.50 
6.00 
7.50 
8 00 





Tax 


” 


Serv 
Stat 
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Net Stocks of Pennsylvania Crude Oil 


(Compiled by National Petroleum Assn. 


At refineries 
Pipe line and 
Total 


tank 


farm 


duly 31 
1949 
$02,593 

2,406,331 


2,808,924 


June 30 


1949 
327,15 


xm SHG 





2.626.020 





Midwestern Lubricating 


(Compiled by 


Western Petroleum 


Refiners 


Oils 


Assn. 


from 


figures 


reporting companies; figures in bbls. of 42 gals.) 


Total 
Bright 
Stock 

151,696 


Production: 
Shipments: 
Domestic 
Export 
TOTAL 
Inventory 


20 


July 31 407,890 
Days Supply 60 
Production: 241,540 
Shipments: 

Domestic 201,164 

Export. 35,992 

TOTAL 237,156 


Inventory 
July 31 
Days Supply 


164,531 
> 





185,35<¢ 


226 


970 97° 
279,27: 


2 


JULY, 


Solvent 
Bright Viscous 
Stock Neutrals 


73,215 


106 


80,990 ¢ 


2,399 
663 
2,062 


016 
70 


dt 


706 


901 
§1,891 


160.1 


74 
s 


1949 
Total Solvent 
Viscous 
Neutrals 
354,838 224,033 
349,574 221 

1,909 1 
483 "on 


014 
704 


718 


698,942 { 


259 
16 


LY, 1948 


401,756 207,496 
3 160.453 
7 10,557 


391,880 171,010 





683,222 433,347 


42 55 





Paraf- 


fin 

Oils 
70,402 
77,685 
719 


78,404 


74,508 


Figures in bbls.) 


Steam 
Re- 
fined Blended 

Stock 


17 
20 
24 


90 


663 
540 
674 
214 


136 


26 


9 
26 





duly 
19 


489 
1,993 


2,482 


ice 
ion 
tax) 
Qo 
60 
6 
50 
70 
5oO 
su 
30 
00 


S80 


50 
oo 


10 
00 
00 
30 
50 
Oo 
50 
50 
oy 
8 
50 
00 
00 
93 
40 
50 
60 
20 
20 
00 
50 
90 


D. 
48 
250 

168 


718 


of 13 


Oils 


391 


ZF 


41 


289 


3K3 


541 


997 
5, 692 


689 


S94 


678 
431 
109 


648 
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Crude Oil Stocks 


(Bureau of Mines figures in thousands of 


barrels) 


Change 
from 
Sept. 17 Sept. 24 Sept. 17 
Pennsylvania Grade.. 3,261 3,210 — 51 
Other Appalachian 1,936 2,114 +178 
Lima- Michigan 1,162 1,120 — 42 
Illinois-Indiana 11,450 11,475 +. 25 
Arkansas 2,646 2,849 +203 
Kansas 8,510 8,514 4 
Louisiana: 14,433 14,473 +. 40 
North 3,511 3,579 68 
Gulf 10,922 10,894 — 28 
Mississippi 2,761 2,680 — §1 
New Mexico 7,477 7,328 149 
Oklahoma 30,115 29,902 2 3 
Texas: af 119,965 118,835 4, 130 
East Texas 17,673 17,444 229 
West Texas 47,455 46,738 —T17 
CE OD 6 ci ceca 28,461 29,329 +868 
CORE FORD 2 iccaics 26,376 25,324 —1,052 
Panhandle 4,786 41,565 221 
North 6,512 6,568 +. 56 
South 6,196 5,791 —405 
Other 5,582 5,400 —482 
»Rocky Mountain .. 13,886 13,896 10 
California, incl. heavy 35,989 35,832 —157 
Foreign 6,518 6,961 +143 

Total crude stocks in 
Ss. ..-.. 260,409 259,189 —1,220 

Total located in Bu- 

reau of Mines’ East 
Coast District i 13,974 13,867 107 





Penna. Crude Runs to Stills 


(Compiled by 


National 


Petroleum Assn., from 


reports of all companies refining Penna. Grade 


Crude. 


Week Ended 
Sept. 24, 


65,199 


1949 


Week Ended 


Sept. 17, 


59,959 


1949 


Figures in b/d.) 


Week Ended 
Sept. 25, 1948 
63,528 
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(American Petroleum Institute figures in 
thousands of barrels of 42 gallons each: 
Figures include reported totals plus esti- 
mate of unreported amounts and are 
therefore on a Bureau of Mines basis.) 


Districts 
ee a nenn ned 65600% he oe ai 
 , BD) bcc cewscvctccctsces 
SE Es, BP bcc cvccccenssessece 


OD GE GED ccc ccc cvcccccocesnes 
i OPEL vvcccccckauncivseccs 
Rocky Mt. New Mexico (Dist. 3) ........ 
emer See Bete GION. G) 2 .ccccccccccces 
California .... 
Total U. 8.—B. ‘of va a eres _ 
U. 8.—B. of M. Basis, Sept. 25, 1948.... 
East of California 

* Includes 401,000 barrels. of foreign crude 


Districts 
ead nce phd ee kbk ab.dd wee 
OD Soe iis Chas vieaweeuce 
Appalachian (Dist. 2) pi nene temas 


Louisiana Gulf Coast Letkbens Kade eaeee ee 
BOO. EM. & ASMARGRS 0200 0ccccccccc anu 
Rocky Mt. New Mexico (Dist. 3) ........ 
Other Rocky Mt. (Dist. 4) 
CE Sibae bade Ohghsidadsotass d00¢00% 
on U. s.—B. ‘of ‘a “Basis Miiebetadsees 
VU. —B. of M. Basis, Sept. 25, 1948.... 
ay “of California ... 





Unfinished gasoline stocks included are: (t)7,258,000 bbis., 


U. S. Crude Oil Production 


(American Petroleum Institute figures) 


WEEK ENDED 


Sept. 24 Sept. 


Barrels Barrels 
(Daily Average) 


New York-Penna.. - 42,350 43,550 
RE ee 1,000 1,150 
“West Virginia : ; 8,050 8,100 
*Virginia ... 100 100 
*Ohio- Southeast ‘ nat 5,550 6,300 
Ohio—Other ...... 3,950 4,150 
ree 27,250 27,400 
eee ere 178,150 178,550 
Kentucky ...... 23,450 23.100 
i ee 412,850 44,600 
Nebraska ...... +? 550 600 
EE eee **275,250 250,000 
Oklahoma **391,000 387,350 
Texas: 
District 1 . 27,200 27,200 
District 2 . 122,700 122,700 
District 3 . 373,000 373,000 
District 4 . 189,300 189,300 
District 5 rr 34,500 34,500 
East Texas ere 244,400 244,400 
Other District 6...... 83,250 83,250 
District 7-B .. be 61,350 61,350 
District 7-C ...... 50,300 50,300 
EE  peciews <o-1 564,550 564,550 
District 9 ...... 140,300 140,300 
oe ee Si 92,500 92,500 
Total Texas .. 1,983,350 1,983,350 
North Louisiana .. 114,400 113,950 
Coastal Louisiana ..... 372,000 372,000 
Total Louisiana ...... 486,400 485,950 
DE, peu aecesk cia eeu 70,500 70,600 
Mississippi ......... 101,100 95,550 
Alabama .... , 1,300 1,450 
New Mexico— Southe: ist 122,300 122,300 
New Mexico—Other a 350 350 
Wyoming ‘ 132,100 129,950 
Montana . ionees 24,850 24,350 
Colorado .. fs 64,550 66,050 
. Saar 2,400 2,250 
California ae wie =86,700 888,200 
Toei U. @: ...+ 1.875.400 4,845,300 
*Penna. Grade crude inc 56,050 58,050 


Estimated daily production in barrels of lease 


condensate mixed with crude and moved 


in 


crude pipe lines (not included in above crude 


petroleum tabulation) week ended Sept. 24. 


Arkansas .... 3,800 Texas Gulf .. 17,500 
Mo. If. ... 6,150 Wyoming ; 650 
La, Guif .... 13,750 California ... 2,900 
Mississippi ... 3,000 napuaan 

Texas Inland 9,400 Total U. S 57,150 


**Okla., Kansas, Neb. figures are for week 


ended 7 a.m. Sept. 22, 1949 
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(t)8,524,000 bbls 


REFINERY OPERATIONS 


Statistics 





Gasoline 
Production at Gas Oll & 
Crude Runs to Stills Refineries ~~ ——— —/ Fuel Ol 
Dally Avera; % Operated Natural Blended uction uction 
Week Ended Week Ended Week Ended Week Ended Week Ended 
Sept. 24 Sept. Sept. 17 Sept. 24 “7. as Sept. 24 Sept. 17 Sept. 24 Sept. 17 
762 790 5.1 88.3 2,196 220 124 1,065 1,333 
97 89 2 75.4 334 "306 48 30 85 76 
67 65 9.3 86.7 246 238 18 28 65 56 
932 914 5.3 84.6 3,453 3,380 329 399 912 821 
419 414 1 83.1 1,655 & 118 107 563 550 
198 217 5.7 73.1 989 949 SY 61 124 181 
1,298 1,287 1 81.4 4,255 4,022 502 603 1,677 1,625 
470 425 6 92.8 1,561 1,554 402 243 710 691 
77 82 2 85.4 223 232 47 35 78 88 
11 8 3 53.3 38 32 ‘ 10 7 
187 184 2 89.8 590 606 52 27 249 284 
859 831 7 78.1 2,612 2,640 85 102 1,017 955 
*5,377 5,306 3 83.1 18,152 845 1,910 1,759 6,555 6,667 
285 16,705 2,209 6,656 
.518 4,475 0 84.1 15,540 5,205 1,825 1,657 5,538 5,712 
runs. 
Per Cent 
Residual Total Stocks Total Stocks Stocks of Dally 
Fuel Oil Gas Oil and Residual Finished and Un- Refining Ca- 
Production Kerosine Distillates Fuel Oil finished Gasoline pacity Reported 
Week Ended Week Ended Week Ended Week Ended Week Ended Week Ended 
Sept. 24 Sept. 17 — 24 Sept. 17 — 24 — 17 Sept. 24 Sept. 17 Sept. 24 Sept. 17 Sept. 24 
1,168 1,196 10,862 25,610 4,422 9,271 9,866 23,244 | 23,024 100.0 
67 65 403 770 818 408 403 2,430 2,321 90.4 
117 99 141 225 240 70 85 1,068 1,078 97.3 
977 982 5,406 12,914 12,897 3,881 4,101 22,260 22,187 90.6 
463 404 1,751 6,274 6,435 1,955 1,959 9,020 8.974 83.3 
288 301 702 963 947 1,451 1,438 3,672 3,652 82. 4 
1,595 ,581 517 2,975 12,788 7,675 7,437 14,307 14,782 97.2 
371 460 2,13: 4,261 4,241 2,251 2,173 5,506 5,677 98.1 
113 108 427 790 899 347 323 2,619 2,694 72.7 
18 15 25 96 g 32 29 60 55 25.1 
236 230 375 2,075 2,063 7 599 2,438 2,367 86.4 
2,006 2,044 694 461 14,268 205 10,114 16,638 16,520 96 
7,419 7,485 26,436 414 80,114 3 68,527 7103,262 103,331 92.7 
7,876 428 5 190,410 
5,413 5,441 25,742 66,953 65,846 8 8 413 86,624 86,811 93.1 





GAS OIL AND DISTILLATE STOCKS (Dist. 5 Not Included) 
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About Oil People 








Mr. Potter 


Young Jobbers 


When Capt. Donaldson D. Potter, 
33, Major Edgar Potter, 36, Lt. Carl 
N. Edwards, 33, and Sgt. Robert E. 
Silcox, 30, were released from active 
duty in January, 1946, they already 
had their minds set upon the oil 
business as the field that would offer 
them the best future. 

Don Potter, previous to his army 
service, had 10 years experience with 
Esso Standard and felt that the fuel 
oil and gasoline business would con- 
tinue to expand for several years 
to come. While working for Stand- 
ard he took a course of study that 
gave him the title of heating engi- 
neer, after which he was sent to 
Reading, Pa., to develop the Esso 
heat division. 

Upon returning from the service, 
Don went back to his job with Stand- 
ard, and by February, 1946, he had 
leased a service station which Ed, 
Carl and Bob operated. Before the 
end of the’ year they had nearly 
doubled the business at this station. 

Don resigned his job with Stand- 
ard and he and Ed secured a contract 
to distribute oil burners in eastern 
Pennsylvania. Ed set up an office in 
Allentown, Pa., and Don began tak- 
ing orders for burner installations, 
while Bob Silcox ran the service sta- 
tion. To insure a supply of oil to 
burner customers, Don got in touch 
with Harvey Remington, 54, of Rem- 
ington Oil Co., a small but well es- 
tablished (1928) gasoline and fuel 
oil distributor. 

Remington Oil was a one-man busi- 
ness, and since Mr. Remington had 
no sons to follow him, he welcomed 
the opportunity to team up with these 
young men. Mr, Remington agreed 
to incorporate the business and prom- 
ised the young men an opportunity 
to buy stock. They plowed their fuel 


54 


Mr. Edwards 


Mr. Silcox 


oil commissions back into Reming- 
ton Oil and business began to grow. 

Remington Oil’s business doubled 
in 1946 and again doubled in 1947 
in spite of the short supply of oil 
products. A sixth member was add- 
ed to the firm when Victor Homan, 
46, who had been operating the com- 
pany’s largest gallonage _ station, 
joined in the stock purchasing plan. 

The company is now building a 
$35,000 station to be operated by Bob 
Silcox, and plans are being made 
to modernize the station which Don 
Potter has sold to the company. 

It has been found more practical 
to handle burner installation and serv- 
ice under a separate but related or- 
ganization, the D. J. Potter Co. This 
firm is now handling the installation 
of both General Electric and Esso 
burners and expects to install about 
150 new burners in 1949. 

By the end of 1949 Remington Oil 
will own or control seven modern 
stations. The annual rate of busi- 
ness will be running at approximate- 
ly 1,500,000 gals. of gasoline, and 
1,000,000 gals. of fuel oil and kero- 
sine. 

Mr. Remington says that although 
he still has “a few good years left 
in him,” taking these younger men 
into the business has assured him 
that the business need not be liqui- 
dated when he is no longer with 
the company and that his life’s work, 
the name and good will of Reming- 
ton Oil, will be kept alive. 


Carter Oil Co. recently promoted 
the following three of its marketing 
men: 

F. Van Iderstine was promoted 
from division advertising and sales 
promotion manager for the Billings, 
Mont., division to advertising and 
sales promotion manager for the en- 
tire company’s operations. He was 






associated with the Yale Oil Corp. for 
12 years as advertising manager un- 
til the company was acquired by 
Carter. 

E. E. Havlik was promoted to the 
position of manager of wholesale 
sales for the Billings division. In 
his new position Mr. Havlik will be 
responsible for sales of Carter prod- 
ucts marketed through the distribu- 
tor and railroad trade. He was also 
formerly with the Yale Oil Corp. and 
served with that organization as gen- 
eral sales manager. 

M. B. FitzGerald was promoted 
from district sales manager of the 
Billings district to division merchan- 
dising manager for the Billings di- 
vision. Mr. FitzGerald has been 
with Carter Oil and affiliated com- 
panies for the past 14 years. 

* * * 

H. E. Brandli, vice president of 
Cities Service Oil Co., will serve as 
chairman of the petroleum division 
for the 1949 fund drive of the Trav- 
elers Aid Society of New York. The 
campaign, now in progress, has a 
goal of $350,000. 

* * * 

Richfield Oil Corp. recently made 
separate marketing districts of west- 
ern New York, and North and South 
Carolina. William E. Sterneckert is 
district manager of the western New 
York area and Warren W. Lenny is 
district manager of the North and 
South Carolina area. Mr. Sterneck- 
ert has been with Richfield since 1938 
and Mr. Lenny has been with the 
company since 1946. 


* + ss 


Allen S. Hitch, 
who retired Oct. 
1 after 33 years 
with Standard Oil 
Co. (Ind.), was 
the guest of honor 
recently when 
more than 100 of 
his friends and 
business asso- 
ciates gathered.in 
Madison, Wis., to 
congratulate him. 
Mr. Hitch has 
been an Indiana 
Standard agent 
in Madison for the last 13 years. He 
will be succeeded by Carl F. Leahy, 
Indiana Standard employe for 22 
years all of which were spent in Wis- 
consin. Mr. Leahy came to Madison 
three years ago and prior to that 
time was an instructor in merchan- 
dising for the company. 





Mr. Hitch 
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ABOUT OIL PEOPLE 





Joe Miller, 
former assistant 
gas superintend- 
ent for Humble 
Oil & Refining 
Co., has been ap- 
pointed to the 
newly-created po- 
sition of co-ordi- 
nator of supply 
and sales of light 
hydrocarbons. Mr. 
Miller will be re- 
sponsible for con- 
tract sales of pro- 
pane and butane 
to refiners, chemical plants, and ma- 
jor wholesale distributors. 





Mr. Miller 


* * * 


Anthony J. Polydys, departmental 
supervisor of Sun Oil Co.’s Hartford, 
Conn., marketing district, has been 
elected. to the East Hartford Republi- 
can Town Committee as representa- 
tive from the center district. 

Delos F, Drake, former motor prod- 
ucts salesman, has been named land 
representative for Sun at Cleveland. 

J. C. Kenny, manager of Sun’s Fort 
Wayne, Ind., marketing district, is 
the new president of the Northeastern 
Indiana Oil Men’s Club. 


* * * 


Paul <A. Best 
holds the newly 
created office of 
assistant to Pres- 
ident E. W. End- 
ter of California 
Oil Co., wholly- 
owned subsidiary 
of Standard Oil 
of California. Mr. 
Best was former- 
ly associate di- 
rector of distri- 
bution for Armed 
Services Petro- 
leum Board, now 
a committee of Munitions Board, in 
Washington, and was assistant di- 
rector of marketing for PAW before 
entering the Navy. 





Mr. Best 


* x * 


Eugene Holman, president of Stan- 
dard Oil Co. (N.J.), has accepted 
the chairmanship of the New York 
convention committee of the 36th Na- 
tional Foreign Trade Convention to be 
held Oct. 31-Nov. 2 at the Waldorf- 
Astoria, New York. In accepting the 
chairmanship, Mr. Holman said: ‘The 
forthcoming National Foreign Trade 
Convention, it seems to me, is es- 
pecially important because it will give 
the leaders of American business an 
opportunity to consider practical 
means of opening the way to a strong 
upsurge of world business. 

“The theme of the meeting, ‘World 
economic well-being through in- 
creased production and trade,’ em- 
phasizes a basic fact, namely, that 
greater economic security for the in- 
dividual, improved health, better edu- 
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cation, and all the other aspects of 
a high standard of living depend in 
final analysis upon the production and 
distribution of goods.” 


Ss = «# 


Clayton B. Sears has been named 
assistant manager in charge of re- 
tail sales in the Cincinnati division 
of Standard Oil Co. (Ohio). W. G. 
Gordon, general salesman was ap- 
pointed as his assistant. 

Also in the Cincinnati division, 
Norvin V. Fischer, former merchan- 
dising assistant, was appointed main- 
tenance manager; Nelson S. Bolam, 
former assistant to the merchandis- 
ing manager, has been named man- 
ager of consuming sales; and Willard 
H. Wilson, former distribution an- 
alyst has been appointed manager of 
distribution. 

In Sohio’s Zanesville, Ohio, divi- 
sion, Vincent E. Sauer, former office 
manager, has been appointed main- 
tenance manager. 

* a * 

J. J. Arps, formerly chief engineer 
and assistant general superintendent 
of the British-American Oil Produc- 
ing Co., was recently appointed to the 
newly created position of manager of 
production research and economics. 
He worked for the Shell Oil Co. from 
1932 until 1940 when he joined Brit- 
ish-American. 








SELL 
WITH PRIDE AND 
CONFIDENCE 


SAFETY LUBE 


100% PURE 
PENNSYLVANIA MOTOR OIL 
At Lowest Prices In Years 


_ 


As 
Grow on conaape> 





If You Are Looking for Oils 

In Quarts in 5 Gal. Pails 
In 2 Gal. Cans In 55 Gal. Drums 

Each can is in beautifully Lithographed 
containers and bears insignia of Penna 
Grade Crude Oil Asso. and our permit 
##208—and ties into the association's 
National advertising campaign. You can 
enjoy real sales support. 

WRITE TODAY FOR PRICES 


Pioneer Oil Company 
1630 S. Sist St., Phila. 43, Pa. U.S. A. 
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OTHER K+P PRODUCTS 


HIGH PRESSURE GREASE GUN 








® DESIGNED TO INCREASE PROFITS... 


pails without losing your 


lower plate to prevent pocket- & 
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AND BUILD CUSTOMER GOOD WILL! Barre! Pump Grease Fittings 
eek yy =) 
INTRODUCE your customers to a new, easier way to dis- ca 
pense your grease. The one hand, one man operated E-Z Suction Gone 
GREASER assures continued use of your product. et 
e Fits all standard 25 to 50 Ib. © Equipped with a special fol- — > } 


product's identity 


Ibs. and dispenses more 
grease faster, easier tion 


*® Hose available in lengths up to 15 ft. for rapid 


servicing of hard to reach fittings 


EASY TO OPERATE . . .the E-Z GREASER is a real sales 
stimulator designed to make lasting friends of all your 
. - low in cost... 


customers. It is completely portable . 
available in quantity immediately. 





ing and channeling 
* Builds pressure up to 7,500 * Automatic self adjusting pump 
barrel lock for easy installa- 


WRITE FOR NEW FREE BULLETIN TODAY 


a) 





Gun Filling 
Dispensers 





MANUFACTURING CO. 


MANUFACTURERS OF LUBRICATION 


1224 LINDEN AVENUE 





EQUIPMENT 


MINNEAPOLIS 3, MINNESOTA 
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Prominent on the program at the annual northeastern dis- 
trict meeting of the Liquefied Petroleum Gas Assn. in New 
York were, left to right: Howard D. White, retiring LPGA 
executive vice president; Roy R. Johnson, vice president, and 
B. Prettyman, sales manager, Fuelane Corp. Nearly 250 at- 
tended the session, held inthe Hotel Statler Sept. 15-16 


George R. Brown, vice president of 
Highland Oil Co., returned to his 
alma mater, the Colorado School of 
Mines at Golden, on Sept. 29 to re- 
ceive a _ distinguished achievement 
medal on the school’s 75th anniver- 
sary. The medal is in recognition for 
accomplishments of distinction in 
mineral engineering and administra- 
tion in related fields. He was grad- 
uated from the Colorado school in 
1922 with an engineer of mines de- 
gree. 

+ *« + 

Frank M. McMahon, president of 
Pacific Petroleums, has been made a 
new director of the Western Canada 
Petroleum Assn. Mr. McMahon is 
also associated with Peace River Nat- 
ural Gas, Bear Oil, Ltd., Atlantic Oils, 
and Alberta Distillers. 

* * + 

Arthur Barbeck is a new assistant 
chief engineer in the Texas Railroad 
Commission Oil and Gas Division. 
Mr. Barbeck was formerly with the 
Commission as petroleum engineer 
and returned Sept. 1. 

The position of chief 
vacant, following the 
Clark Lloyd. Jack K. Baumel, now 
on a one-year leave working with 
the Venezuelan government, will re- 
turn Jan. 1 to fill the 


s * * 


engineer is 
resignation of 


post. 


South Carolina has issued a char- 
ter to Jacqueline Severidge, Inc., of 
Clemson, S. C., which proposes to sell 
gasoline, fuel oil, motor oil, ete. Au- 
thorized capital stock is $5,000. Ed- 
ward S. Giles is president. 

* 4 * 

George Sawtelle, president of Kirby 
Petroleum Corp., Houston, has been 
named general arrangements chair- 


56 


man for the 30th annual meeting of 
the Texas Mid-Continent Oil & Gas 
Assn., Oct. 13-14. 


New sales man- 
ager for the Shell 
Oil Co.’s Detroit 
division is John 
C. Hopkins, for- 
mer district man- 
ager in the New 
York metropoli- 
tan area. He suc- 
ceeds Norman H. 
Miles, who was 
transferred to the 
Cleveland division 
Oct. 1. Mr. Hop- 
kins has been 
with Shell for 18 
years. 





Mr. Hopkins 


As of Oct. 1, C. A. Jordan, scales 
manager, Ohio division, Shell Oil Co., 
Inc., will transfer from Cleveland to 
Indianapolis, where he will assume 
similar duties at Shell’s Indiana di- 
vision headquarters. 


* + ! 


Dr. J. M. Hansell has been appoint- 
ed geologist for the Canadian divi- 
sion of Sun Oil Co.’s production de- 
partment. Canadian .division head- 
quarters is at Calgary, Alberta. Dr. 
Hansell joined Sun Oil 15 years ago. 


* * * 


Dr. Forrest F. Musgrave has been 
elected managing director of Angla- 
mol Ltd., of London, the British af- 
filiate of the Lubrizol Corp., Cleve- 
land. Dr. Musgrave, who has been 
with Lubrizol since 1941, sailed for 
England and began his new duties 
there in September. 
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Shown comparing notes at the LPGA meeting are, left to 

right: James Gorton, gas range promotion director, American 

Gas Assn.; John Van Norden, sales manager, American 

Meter Co., who was program chairman, and William Foster, 

vice president, the George D. Roper Corp. Mr. Gorton and 
Mr. Foster were speakers 


Warren S. Churchhill, president of 
the Arrow Drilling Co., Dallas, has 
been elected new president of the 
American Assn. of Oil Well Drilling 
Contractors. He succeeds Joe S. 
Morris of San Antonio. 
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when your islands 


v7 : 
“go NATIONAL” == 
0 


National Low Pumps have many advanced operating features that 
will enable you to give faster, more efficient, year-round service. All 
component parts and major assemblies have been proven through 
years of outstanding world-wide field service. Expert engineering 






Choose from these popular 


hose extension types: 
assures dependable operation, permanent accuracy and low main 


tenance cost. NATIONAL “62" LOW PUMP 


Smartly streamlined, National Low Pumps will “dress up” your 
station. Their Bonderized and “high baked” enamel finish will remain 
lustrous and shining for years with a minimum of care. 


Nylon cable type hose extension. 
Serves cars up to 12 feet away. 


: , NATIONAL “64” LOW PUMP 
And, highly important, the large illuminated, curved glass panels 


, ; ; ; Semi-concealed hose extension. 
exclusive with National—give your brand name . ae 

: . : erves cars up to 14 feet away. 
and trade mark that extra prominence which ° , 
attracts customers and leads to more sales. 






NATIONAL "66" LOW PUMP 
Why not install business-building Nationals in 


Reel type hose extension. Serves 
your station? 


cars up to 13 feet away 


Send today for descriptive booklet giving complete 
specifications. 





NATIONAL PUMPS, Inc. 


General Offices: CINCINNATI 23, OHIO 
Factory 1600 Wabash St., Fort Wayne, Ind 


Pacific Coast Division Office: 1190 28th St., 
OAKLAND, CALIF. 
Branch Office: 3605 East Olympic Bivd., 
LOS ANGELES 23, CALIF 
Export Office 8 So Michigan 


Ave., 
CHICAGO, ILL. 
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e LESS WEIGHT 


e MORE GALLONS 
e HIGHER PROFITS 


Mr. Whiteley purchased a Standard 5200 Gallon 
Transport for use in Missouri— 

Vv . 
Standard Steel Works delivered to him a trans- <¢ _ ; — 
port built to I.C.C. specifications throughout, 7s 
10 gauge throat, 12 gauge bottom shell, 13 
gauge heads that will haul 5240 gallons legally 


in Missouri. 


A TRANSPORT THAT CARRIES nay 
40 EXTRA GALLONS FREE Wa REE tate 
ON EVERY TRIP! ew, 


This extra “free load,” over a period of years, 
represents an easy, extra profit. Your extra 
load “hitch-hikes” a ride and really pays off. 
Write for details on the complete Standard 
Steel line of Truck Tanks and Trailer Trans- 
ports. 





OTHER PRODUCTS: 
ASPHALT DISTRIBUTORS ¢ TAR 
KETTLES ° MAINTENANCE 
DISTRIBUTORS . BURNERS 

TREET FLUSHERS e@ SPRAY 
NIT . SUPPLY TANKS 
URFACE HEATERS e« Ol 
DER ROLLER 

tural Equipment 








